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McCullough Views 
Accounting Changes 
In Multiple Lines 


Multiple Peril Rate Manager Sees 
Indivisible Premium Aiding 
Accounting Simplicity 


THIRD PARTY COVERAGES 


In Dwelling Field He Sees No 
Move for Separate Underwriting 
by Fire, Burglary, Liability Depts. 


Accounting changes which may occur 
with development of multiple peril poli- 
ties were presented by Manager Roy 
€ McCullough of the Multiple Peril In- 
surance Rating Organization in a talk 
before the Insurance Accountants As- 
sociation on October 23 at Skytop, Pa. 
Bringing out new coverages gives one 
an excellent opportunity to see if, in 
the process of marketing and develop- 
ing these contracts, the business can- 
not make a fresh approach, he said. 
“Perhaps we can so devise the poli- 
ties,’ continued Mr. McCullough, “and 
their method of handling as to eliminate 
some accounting and statistical burdens 
under which we are presently laboring. 
I therefore strongly recommend to all 
accounting and statistical personnel that 
when new policies are being developed 
they make every effort to keep abreast 
of their development and even to inject 
themselves into the picture early enough 
§o that if there are to be changes in 
policy format, rating methods, etc., that 
can save work, they will be considered 
before it is too late. I would also urge 
that management itself see to it that 
the accountants are brought into the 
Picture early enough.” 


Indivisible Premium 


Accounting simplicity is one of the 
Main reasons why the companies in the 
Multiple Peril Insurance Rating Or- 
Zanization are intrigued with the idea 
of the indivisible premium Mr. McCul- 
lough stated. Presenting in some detail 
his views on statistics and accounting 
he continued: 

“Our present homeowners’ contract 
medes for one rate manual in which 

a single, over r-all premium for the par- 
ticular package is quote. There are no 
extensions to make and at the most, one 
addition to pick up any additional pre- 
Miums. There is one premium card in- 
Stead of eight for statistical purposes. 

“Just as it would be somewhat difficult 


(Continued on Page 18) 
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the sad story of the 
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ACCIDENTS will happen, no 


Rubbers, raincoat, rain hat and 
matter how careful you are. 


umbrella. ''Pa'’ was certainly 
careful to protect himself—from 
the elements. But, who will pro- 
tect ''Pa'' and his family when 
he is sued for a punctured eye? 


Remind careful families of this 
when you talk about Comprehen- 
sive Personal Liability. 
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AAMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 
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New York Department 
Seeks Expense, Tax 
Data Of Companies 


Questionnaire Covers Distribution 
Between Insurance and Invest- 
ment Operations 


PURPOSE OF THE INQUIRY 
To Determine Pitnilaiies and Meth- 
ods as Applied to Four Major 
Classes of Business 
The New York Insurance Department 
has sent to all authorized life insurance 
companies Part II of its questionnaire 
relating to the classification of expenses 
on the annual statement. In a covering 
letter Deputy Superintendent George H. 

Kline said: 

“Through the responses to this ques- 
tionnaire the Department expects to ob- 
tain factual information with respect to 
the distribution of expenses and taxes 
between insurance and investment oper- 
ations and the distribution of insurance 
expenses and taxes and certain other 
items by major lines of business.” Return 
of the questionnaire completed is re 
quested before December 8. Part I of 
the questionnaire was sent to compa- 
nies on August 22. 

Scope of the Information 

The purpose and scope the informa- 
tion sought is explained in a foreword 
to the questionnaire which states: “The 
purpose of this questionnaire is to de- 
termine the principles and methods em- 
ployed by companies in distributing ex- 
penses and taxes between insurance and 
investment operations and distributing 
insurance expenses and taxes and cer- 
tain other items by major line of busi- 
ness, the major lines of business are: 
Industrial, Ordinary, Group and_ indi- 
vidual accident and health. 

“Please furnish a separate description 
and explanation of the allocation prin- 
ciples and methods for each of the 
statement items and for such subdivision 
of any of them as is necessary and 
convenient to the company for explain- 
ing its allocation principles and meth- 
ods. The subdivisions of each statement 
item chosen by the company for its con- 
venience or as necessary for explanatory 
purposes may be functions, supervisory 
or organizational units or departments, 
sub-accounts, or any other subdivision 
desired. The nature of the subdivisions 
should be indicated and, if the title 
ordinarily used by the company is not 
clearly explanatory and reasonably de- 
finitive, an explanation should be given.” 

The period covered is transactions in 
1951 only. There are 40 separate state- 
ment items on which information is 
sought. 
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Lloday, I'm the boss 


Topay, November 4, 1952, | will walk into a voting booth 
just around the corner from home and tell everybody 
how I want my country run. 


Today, I am the boss. 


Ina way, of course, I’m boss in my country every day 

of the year. Government by the people, they say. The 
people, when you come down to it, is me. 

But I don’t work full time at governing. I’ve got my own 
job to do—a living to earn, a lawn to mow, kids to play 
with and baw! out and love and look after. So, for the hard 
job of running the country, I hire other men—smarter 
fellows than myself, | hope, but with the same kind 

of heart and purpose. 

They govern for me—but / keep tabs. I listen to what they 
say. | watch what they do. It’s a big country I live in, 

and there’s room for different ways of looking at things. 
I vote for the people who see things as I do, and 

if enough other people agree, that’s the way 

the thing gets done. 


That’s what it means to be the boss in ya 
yvour own country 


Now, there are places in the world where a man like me is 
not the boss. They don’t let him vote. Or they march him 
to some public place and tell him whom to vote for. 

I think the voiceless people of those lands are watching me 
as I leave my house today saying: “There goes a lucky man.” 
In this country of mine we love freedom so much, and 

hate force so much, that I am not even forced to vote. 

| could stay home today if I liked. I could sleep late and 

take it easy and let others do the job of choosing. 


| could—but who'd want to? What spirited man or woman 
would loaf through a day like this, when he can go out 

and write boldly on the page of history: “Here’s how 

I want things run in my country”? 


No, today Iam the boss and I must act like a boss. 
Today, I must vote. My freedom, my happiness, my 
pride as an American, are bound up in that simple and 
wonderful act. 





MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Erickson on Orderly Habits for Salesmen 


Buffalo General Agent of John Hancock Gives His Ideas on How Life Insurance Agents Can 
Improve Their Methods, Morale, Impression on Prospects and Time Saving 


An address delivered before ohn Hancock agency leaders in Washington, D. C., 
by Edwin R. Erickson, who until September was president of John Hancock General 


Agents’ 


Association, has attracted considerable attention. Its theme was 


“Orderly Habits 


for Life Insurance Salesmen.” In part he said: 


Be tough with yourself! Get out of 
the disorderly habit of letting chunks 
of those hours slip away forever, as use- 
less to you as though you had never 
lived them. Get into the orderly habit 
of using those hours to make your work 
much more successful, more profitable, 
and happier. 

Can I hear some of you saying, “But 
a week has only seven days?” Yes, a 
calendar week is seven days, but a life 
insurance salesman’s week is the equal 
to as many full sales talks as he can 
cram into a full work week. It makes 
me feel sick when I hear and read that 
life insurance salesmen should make 
blank number of calls and conduct blank 
number of interviews a week. Success- 
ful salesmen make the most of a full 
work week. 

No False Pretenses 


I don’t like the word interview, let’s 
call it what it is—when we sell we give 
sales talks. I don’t like the term under- 
writer, let’s call ourselves what we are 
—life insurance salesmen. 

Sixty make a minute, and 
60 minutes make an hour. Such time is 
fixed and immutable. So is a salesman’s 
week. Seven days may elapse by the 
calendar, but if a salesman has given 
only half as many full sales talks dur- 
ing that time as he is capable of giving, 
he has lived and worked only one-half 
of a salesman’s week. 


Must Not Lose Morale 


One-half of a salesman’s week does 
not earn one-half of an anticipated 
full week’s income. It earns only about 
one-fifth of a week’s income. That 
means that such a salesman is only 20% 
effective. He gets cold; he loses morale. 
He begins to lose face ‘with himself. 

Regularity Counts 

In selling, as in medicine, 


seconds 


regularity 


counts. Get the orderly habit of organ- 
izing your time. Supervise yourself. 
Work a full day. Check up on your 


selling time every day. If you still need 
more time, remember that a man once 
said, “The best of all ways to lengthen 
your day is to steal a few hours from 
the nicht, my son!” Getting up early is 
a struggle for many of us. But, try it 
and you will find out it can be done. 

I believe in an orderly mind and in 
orderly habits, and have attempted to 
conduct my self accordingly. A shine be- 
longs on a shoe. Hair—and not too 
much of it— is an ornament on the 
head, not the chin. Eggs look better on 
a plate than on a tie. 


Personal Appearance 


No greater tribute can be paid to you 
than that you are a life insurance sales- 
man. Among the aspects you should 
consider. are such matters as personal 
appearance, posture, manners and ex- 
pression. 

A buyer’s first impression of you is 
a visual one. His first reaction is his 
Strongest. If he forms a quick dislike, it 
Is often very difficult to remove. 

Granted that it isn’t easy to so ar- 
Tange one’s personal appearance as to 
guarantee a favorable reaction from 
every type of prospect. A few general 
hints may help. 


Be neat. Have your hair cut, your 


clothes brushed, your shoes shined, 


your suit pressed, and a clean hat in 
your hand. Neatness means a state of 
orderliness in briefcase, 


your or your 


desk, or your office. It means having 
your sales material in order. Your 
shoelaces are in good condition, your 


heels aren’t run down, your hat lining is 
clean. Your fingernails are well-kept. If 
possible, wash up before presenting 
yourself before your prospect. Remem- 
ber that the stores have garters now. 
On the campus, sloppy socks may be 
acceptable, but they don’t make a hit 
in a prospect’s home or office. For 
five dollars you can get your teeth 
cleaned. If you must gamble, do so on 
good clothes. Your clothes must not be 
so loud that they shout for attention. 
If they do, attention is diverted from 
your proposition to you. Being well 
dressed indicates good judgment. A 
buyer relies on a seller’s judgment. He 
will not tend to rely on one who goes 
off the deep end in the way he dresses. 

Take off your mask. Yours is not the 
Great Stone Face! Cultivate a pleasing 
habitual expression. You can do it by 
practice. As a first step, study your 
countenance in a mirror. Stop—hold the 
expression! Do not move a muscle of 
your face. Keep exactly the same ex- 
pression you have worn for the past few 
minutes. If your eye is dull, let it stay 
dull; if the corners of your mouth have 
been sagging, let them sag. You want 
to see yourself as others see you. 


Change of Habits 


Try to regulate your business time 
and still leave time for social contacts 
and recreational activities. It is not al- 
ways necessary, nor possible, to adhere 
strictly to the very letter each moment 
of the day, or every day, but the or- 
derly habit of such a tentative program 
makes for a feeling of self-satisfaction 
and well-being. 

Nor, unless in the rare 
should you use any valuable part of 
the work day to do donkey work for 
the family. Do not waste valuable time 
sweeping and mopping your kitchen 


instance, 


floor, or painting the garage doors— 
unless, it gives you an enormous amount 
of satisfaction, and only then, outside 
of a full work day or work week. A 
good rule to follow is that you should 
never do anything you can get someone 
else to do during the time when you 
make profitable contacts or more money. 
There is no sense to doing work that 
you can get someone else to do for 
less, or whose time is less valuable, than 
there would be to walk ten miles to 
save a ten-cent carfare and wear out 
twenty cents of shoe leather doing it. 

Character habits are even harder to 
change. Most character habits have se- 
cret emotional sources which make them 
peculiarly satisfying to the person. Try- 
ing to suppress or break a character 
habit often forces that emotional force 
to crop out in another way. The psy- 
chologist Dr. Donald Laird has pointed 
out, people why try to stop being spend- 
thrifts may discover they have become 
loud-mouthed show-offs in other ways. 

There are three chief ways of break- 
ing a habit. The first is the old way, 
made famous by William James: 

1. Start with enthusiasm and de- 
termination. Launch yourself with as 
strong an effort as possible. 

2. Never allow an exception to oc- 
cur until the new habit is securely 
rooted in your life. 

3. Seize every opportunity to act 
on your resolution. 

4. Practice your resolution daily. 

(And, I have added, “If necessary, 
tell it to yourself out loud before a 
mirror.’’) 

Of course, the life insurance 
man cannot always plan his whole day 
completely in advance. He does know 
of many tasks that are to be done, but 
he cannot always “iegae those that 
appear unexpectedly. Sales calls must 
be made, data and proposals must be 
prepared, and service items attended to; 
but unexpected written or telephone 
messages may be received, unexpected 
events or visitors may crop up, or un 
foreseen difficulties may demand imme 
diate attention. Nevertheless, the great- 
est efficiency comes from planning each 
day’s work, every day, as definitely as 
possible, so that there will be time to 
attend to a_ previously planned time 
schedule, as well as the unforeseen mat 
ters. We are aware, nothing is more 


sales- 


My Analysis Shows Ike Will Win 


I Picked Truman as 1948 Prospective Winner and Wilson to 


Beat Hughes; the Formula I Use 


By Davin F. Barrett 
Insurance Newspaper Correspondent, St. Louis 


A number of my friends in financial, 
insurance, motion picture and_ political 
circles, remembering that my “guesses” 
that Harry S. Truman would win in 1948 
and that “The Women of the West Will 
Win for Wilson” reaffirmed on election 
night in November, 1916, when all the 
big metropolitan papers of the country 
were telling their readers that Charles 
Evans Hughes “has been elected Presi- 
dent of the United States,” stood up 
100%, missing the electoral vote by only 
two, have been pressing me for my views 
regarding the outcome of the race be- 
tween General Eisenhower and Governor 
Stevenson. 

I feel that some background should be 
presented at this point. I first met Pres- 


ident Harry S. Truman in 1922 during 
the Jim Reed-Breck Long race for the 
Democratic nomination for United States 
Senator from Missouri in the hectic con- 
troversial League of re era. I voted 
for Truman for United States Senator 
and he also got my vote for President 
four years ago. In neither case was it 
a “straight ticket.” Through the late Col 
Charles Burton Robbins, manager and 
general counsel, American Life Conven- 
tion and one time Assistant Secretary of 
War, I came to know Captain Ike. My 
father in the Kerry Patch section of St. 
Louis strongly supported Governor Ste- 
venson’s grandfather in all of his races 
for Vice President of the United States. 
(Continued on Page 6) 





A. Laviosa 


ERICKSON 


EDWIN R. 


certain than change death and 
taxes. 

Cut down on lost motion in daily pro- 
cedure. Allow me, at this moment, to 
indicate six positive points of value: 

1. Plan the day’s work; determine 
what to do and the proper order of 
undertaking each item. 

Use a pocket secretary for itemizing, 
in pencil, your daily program. Each eve- 
ning, in the light of the previous day 
and of days to come, outline the next 
day’s procedure. Divide what is to be 
done into personal visits, people to see, 
information and proposals to assemble, 
office detail, and communications to send 
by telephone, letter, or otherwise. Jot 


except 


down immediately things to be remem 
bered, day or night. 
Set for some day ahead those items 


that will need later attention. Pay 
cial attention to your schedule of age 

Forty per cent of the life in- 
sold is bought during the month 
change of age. Retain the 
sheet for the previous day 
and file it away, where it will come up 
automatically when you need it, with a 
very brief note stating what was accom- 


spe- 


changes. 
surance 
preceding 
planned time 


plished. Make the record simple, brief, 
and informal. 
You will find this procedure very ef- 


fective in systematizing your work and 
in helping you review your accomplish- 
ments. 

2. Make some missionary 
as well as calls on live prospects. If you 

call only on live prospects to the exclu- 
sion of cold calls, you will gradually 
narrow your field. Nothing is more un 
desirable to a salesman than to run low 
on prospects. 

3. Establish habits of doing the nu- 
merous ordinary and routine matters in 
the most effective and efficient way. For 
example: 

(a) Use efficient, friendly J 
telephone technique — give 
service with a smile. 

When an individual calls at your 
office or on the phone, jot down his 
name and any other required identifica- 
tion. 

(c) Arrange files of data, age 
prospects, correspondence, arenenit or 
useful enclosures so that they are handy. 

(d) Keep on instant tap a record of 
individuals whom you must frequently 
reach in one way or another. 

(e) Make sure that confidential mat- 
ter is not exposed to the view of visitors. 

(f) Provide ash trays for your 
and offer service of any kind for which 
you may be favorably remembered. 

4. As early as possible, set in motion 
requests for information, or help, that 
require time to obtain. Thereby, such 
information, or help, will be available 
at the earliest proper time to fit in with 
what is necessary to accomplish a given 
undertaking. 

5. When you make an 
be there—on time. 

6. Do things accurately. 


calls daily, 


and polite 
telephone 


changes, 


guests, 


appointment, 
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Northwestern Mutual’s 
Third-Quarter Report 


PRES. FITZGERALD’S COMMENTS 


Sees 1952 as Banner Year for Company; 
Report on New Business and 
Financial Operations 


With nearly major factor in 
the operations of the Northwestern Mu- 
tual 
tion, 
for the 
Fitzgerald, president. He 
viewpoint as to 


every 


Life moving in a favorable direc- 


1952 promises to be a banner year 
company, according to Edmund 
also expressed 
an optimistic general 


business conditions in the coming 


months. 
nine months of 


Reviewing the first 


this year at the quarterly meeting of 
he board of trustees at 
in Milwaukee, Mr. 


number of the 


the home office 


Fitzgerald com- 
mented on a factors. 

“The demand for 
strong and interest rates are firm,” he 
said. “New investments of $180 million 
in securities and $73 million in mortgage 
loans carry the highest return to the 
company of any comparable period since 
pre-war years. The securities of basic 
industries of the United States and 
Canada and residence mortgage loans 
constitute the major investment chan- 
nels 

Total assets of the company as of 
September 30 were In- 
cluded in the investment portfolio. were 
bonds of $1,992,600,000 ; preferred stocks, 
$47 435,000; mortgage loans, $599,297 ,000 ; 
real estate investments, farms, land con- 
tracts and home office property, $47,- 
400,000: policy loans, $85,090.000 and, 
among other items. cash of $29,327,000. 

Pointing to another favorable factor, 
Mr. Fitzgerald noted that the mortality 
rate among policyholders was unusually 
low in the first nine months. The ve 
promises to come close to the company’s 
ill-time mortality record set in 1949. 


money continues 


Financial Operations 


income 
this vear 
princi- 


For the first three 
of the Northwestern Mutual 
was $296,463.000, and consisted 
pally of $182.396,000 in premiums, and 
$71,299,000 in interest and other earn- 
ings on investments. 

“While costs of operation have in- 
creased,” Mr. Fitzgerald noted, “their 
rate of increase is less than the rate of 
growth of the company. The one un- 
favorable factor in the picture is the 
tax item, with Federal income taxes 
again threatening to absorb a major 
part of the gain shown in investment 
income.” 

Disbursements of $183,088,000 included, 
among other items. taxes of $8.005.000: 
dividends to policvholders of $79,763.000, 
and death benefits of $50,935,000 paid on 
11,871 policies. All navments to policv- 
holders and beneficiaries totaled $113.- 
957,000, while an additional $32.923.000 
was distributed from funds left with the 
companv to be paid out under income 
plans of settiement. 


quarters, 


New Business Report 


“Sales of new policies during the first 
nine months of this vear were at an 
all-time high for the Northwestern Mu- 
tual.” Mr. Fitzgerald said. “This re- 
flects effective work bv our agency force 
throughout the countrv. Total sales of 
$364 million were 16.6% ahead of the 
comparable period last vear. The total 
insurance in force reached $6,804,166,000 
on 1,468,242 nolicies.” 

Leading the company’s 90 general 
agencies throuchout the country in sales 
to date were Willard L. Momsen, Mil- 
waukee; J. Lowell Craig, Milwaukee: 
Charles R. Eckert. Detroit: Tamison & 
Phelps. Chicago: E. V. Gettvs. Toledo; 
Tohn R. Mave, Los Angeles: Frank R. 
Horner. Madison. Wis.; A. C. F. Fink- 
hiner, Philadelphia; P. T. Allen, Buf- 
falo: B. JT. Stumm. Aurora, Tll.: Rav- 
mond T. Dolwick. Cleveland, and Rowley 
& Talbot, Newark, N. J 


Casper, Wyo., General Agent 


For Continental Assurance 


DONALD J. NOONAN 


Continental Assurance, Chicago, re- 
cently authorized to enter the state of 
Wyoming, has announced the appoint- 
ment of Donald J. Noonan of Casper 
as its first general agent in Wyoming. 

Mr. Noonan is current president of 
the Wyoming Association of Life Un- 
derwriters, National Quality Award win- 
ner, and is serving as moderator of the 
LUTC course now being held in Cas- 
per. Prior to joining Continental Assur- 
ance, Mr. Noonan was field assistant to 
the Equitable Life Assurance Society. 
During the initial phases of his activi- 
ties he will concentrate his efforts in 


the Casper-Cheyenne areas. 











Morgan O. Doolittle, President 








Agents and Brokers Placing . 


Life — Accident-Health — Hospitalization ... 


Will Have Our Aggressive Cooperation 
in the Closing of their Cases. 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY 


Jamestown, N. Y. 
NEW YORK OFFICE: 60 East 42nd Street 
Peter E. Tumblety, First Vice-President 














State Mutual Locates 65% of Lost Policyholders 


18-month period State 
found 65% of all the 
books. When 
April, 1951, 


solve; so far 


During an 
Mutual Life 
lost policyholders on its 
the project 
there were 1,217 


has 
was started in 
cases to 
787 policyholders or their beneficiary or 
nearest blood relative have been traced. 
It has cost approximately $5 per 
Sherman S. 


dis- 
Lud- 


service 


covery according to 
den, manager of the 


department. 


policy 


Every possible clue is followed in an 
effort to find the whereabouts of a lost 
insured. First, the general agent, in the 
uses all local re- 


Among 


territory concerned, 


sources in his search. other 


places, city directories, former neigh- 


club membership lists and known 
checked. If 
investigation, the 


bors, 
places of employment are 
after concentrated 


general agent is unable to obtain helpful 











BROKERAGE 


years. 


man. 


confidence. 





Wanted 


ONE of NEW YORK’S LARGEST and OLDEST 
AGENCIES is looking for a replacement of one of 
its present brokerage supervisors who is resign- 
ing to devote his full time to personal production. 
Agency and Company enjoy highest reputation, 
doing an outstanding brokerage business for many 


This is a marvelous opportunity for the right 
Compensation—salary-plus basis. 


While we hope the man selected will have con- 
tacts of his own, we will turn over to him a sub- 
stantial number of existing accounts. 


Write Box 2127, The Eastern Underwriter, 
93-99 Nassau Street, New York 38, N. Y. 
age. qualifications, experience in the job, ete. Your 
letter and resulting interview will be treated in 


SUPERVISOR 


State 

















information, the case is referred back 
to the home office. 
Telephone 


relatives, 


calls and letters to distant 
college alumni 
newspapers and 


associations, 
churches, clerks 
used in the continuing probe. 
same time and effort is used in 
lost owners of small 
policies as for those owning larger ones, 
A case involving a $4 cash 


town 
are then 
The 


the search for 


surrender 
value is given just as much attention as 
one that involves a death claim of hun- 
dreds of dollars. 

Some policyholders are found on the 
first try, others take months of pain- 
staking and often discouraging work. 
Some are routine, others are intriguing. 

One of the most satisfying settlements 
involved the case of a 26-vear-old Chi- 
cago restaurant porter who purchased 
a $3,000 20-pay life policy in 1920. He 
paid semi-annual premiums until 1929 
and then took a policy loan. That is 
the last the company ever heard from 
the insured. 

Periodically the general agency made 
inquiries as to his whereabouts but 
without success. In November, 1951, the 
home office took over the search. 

A letter to the sole beneficiary, a sis- 
ter living in Greece, uncovered nothing. 
In fact she hadn’t heard from him since 
1927. Only by a set of fortunate circum- 
stances did the letter even reach her. 
She had married but luckily the post- 
master remembered her maiden name. 

However, contact with the pastor of 
a large Greek church in Chicago re- 
vealed that the policyholder had died 
five years previously, somewhere in Wis- 
consin. Further tracing determined that 
the insured had died penniless in Fond 
du Lac. The fact that at the time of 
burial no one knew his first name or 
the correct spelling of his last name 
didn’t help matters. 

Finally, a certificate of death was ob- 
tained and a check covering the death 
claim proceeds was sent to the sister 
in Greece. From the time the search 
began on November 28, 1951, six months’ 
time and effort was consumed before 
the policy was settled. 

This is but one case among hundreds 
that has been solved by State Mutual’s 
lost policyholder section. Some have 
been easier, some more difficult, but the 
ever continuing search for stray policy- 
holders goes on day after day. 


Seattle Actuarial Club 


The Seattle Actuarial Club has com- 
pleted its organization and at its initial 
meeting, Russell C. Burton, vice presi- 
dent & secretary actuary of the New 
World Life was elected president and 
Stuart Robertson, consulting actuary. 
was elected secretary. This club will 
embrace in its membership the actuaries 
of all life insurance companies in the 
state, including those engaged in actu- 
arial work for the State Insurance De- 
partment as well as those engaged in 
the consulting actuarial field 
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Mutual Benefit’s First 
Year Leaders to Meet 


A record number of first-year agents 
qualified to attend the annual Squab Club 
meeting of Mutual Benefit Life, Newark, 
on November 5-6-7. Thirty-eight men 
and women will participate in the three- 
day conference for outstanding new 
agents at the Hotel St. Moritz, New 
York City, and at the home office. 

The sessions will feature a_ talk by 
Robert W. Condon, Richmond, the first 
triple leader, in lives, volume and com- 
missions, in Squab Club history. William 
A. Ewing, Pittsburgh, whose production 
record is second in all-around excellence, 
and Alfred H. Gardner, Jr., Indianapolis, 
an outstanding graduate of last year’s 
Squab Club, will also address the group. 

Mr. Condon will receive three plaques 
in recognition of his achievements at a 
banquet on November 6. The presenta- 
tion will be made by Toastmaster 
Charles G. Heitzeberg, director of field 
supervision. Banquet speakers are Presi- 
dent John S. Thompson and Pittsburgh 
General Agent John A. Erskine, CLU, 
whose agency qualified a record number 
of five men for the meeting. 

A series of round table discussions on 
prospecting, sales promotion aids, closing 
techniques and current markets will be 
moderated by home office leaders—Di- 
rector of Field Supervision Stuart A. 
Monroe, Director of Sales Services Gor- 
don Hull and Earl Cryer, business insur- 
ance training specialist. 

The final day’s agenda includes a tour 
of the home office and a business meet- 
ing. At a luncheon with the executive 
officers, the agents and their wives will 
hear an address by Executive Vice Pres- 
ident H. Bruce Palmer. 

A special program of activities for 
wives of the agents has been planned 
for the three-day period under the direc- 
tion of Director of Policyowner Services 
Mildred F. Stone, CLU, and Miss Mal- 
vine Mills, assistant to the director of 
sales services. 





The Prudential Awarded 
Silver Anvil for 1952 


The Silver Anvil for 1952, highest 
national honor in the field of public 
relations, has been awarded to the west- 
ern home office of The Prudential, it 
was announced by Daniel M. Koplik, 
executive director of the American 
Public Relations Association, in Wash- 
ington, D. C. 

Basis for the award was Prudential’s 
sponsorship of the 1952 Child Safety 
Crusade, a public service campaign de- 
vised to reduce the number of deaths 
and permanent cripplings which result 
from preventable accidents in the home 
area. In the age range up to 14 vears, 
deaths from this source outrank all 
other causes by a wide margin. 

Prudential coordinated the over-all 
Program in the 11 Western states and 
Hawaii and furnished the necessary 
parent education materials. May 18-24 
was proclaimed “Child Safety Week” 
in each of the states and Hawaii by 
the 12 governors; state and county 
health officials coordinated area pro- 
grams; more than 300 health officers 
in the Western cities participated, di- 
recting efforts of civic groups, service 
clubs and PTA’s; while daily news- 
Dapers, radio and television gave whole- 
hearted support in calling this menace 
to public attention. 

A case history of the successful 
operation of the 1952 plan is being 
compiled and will be made available 
for study by public relations classes in 
colleges and universities. 

Formal presentation of the 1952 
award will be made early in March, 
1953, at Washington, D. 


TOPEKA ASSOCIATION MEETS 

The Topeka Life Underwriters Associ- 
ation met for their monthly breakfast 
tecently with T. Lynn Prewitt, super- 
visor, Mutual Benefit, Kansas City as 
speaker for a return engagement having 
addressed them last Mav on “Closing.” 
John S. Spencer is president. 









J. D. Marsh & Associates 


Estate Planners Forum 
J. D. Marsh and Associates, Wash- 
ington, D. C., were hosts to over 300 
lawyers, accountants, bank officials and 
corporation officers at their first an- 
nual Estate Planners’ Forum last week. 
The forum included William J. Casey, 
New York attorney, president of Busi- 
ness Reports, Inc., and author of many 
articles on corporate taxation and plan- 
ning; Milton Young, partner in the 
New York law firm of Young, Kaplan 
and Edelstein, and Denis Maduro, New 
York attorney, lecturer and author. 
The forum was followed by a cocktail 
party for the speakers and guests at the 
Hotel Statler in Washington. 


Edward M. Keys Dead 


Edward M. Keys, retired assistant 
secretary of Metropolitan Life and an 
authority on insurance policy contracts, 
died on October 21, at his home in 
Mahwah, N. J., after a long illness. He 
was 79 years old. 

Mr. Keys, a native of Indiana, re- 
tired on December 31, 1943, after a 44- 
year career with the Metropolitan. 
Starting with the company as a clerk in 
1899, when the insurance policy was a 
relatively simple contract, he began a 
study of the policy contract that con- 
tinued throughout his career, and soon 
brought him recognition as an expert. 


McConachie Honored 

At Des Moines Dinner 
COMPANY EXECUTIVES ATTEND 
Tribute to Service as President of 


LIAMA in 1951-52; Some of 
Those Present 





Harry S. McConachie, vice president 
and superintendent of agents of Ameri- 
can Mutual, was guest of honor at a 
reception and dinner given Wednesday, 
October 29, at the Des Moines Club, 
Des Moines by Charles J. Zimmerman, 
CLU, managing director of Agency 
Management Association. 

The event was in recognition of his 
service as president for 1951-52 of 
LIAMA. Also honored was Ray E. 
Fuller, agency vice president and super- 
intendent of agencies, Equitable of 
Iowa, who is serving a three-year term 
as a member of the association’s board 
of directors. 

Some of Invited Guests 

Guests at the dinner Wednesday in- 
cluded Charles R. Fischer, Commis- 
sioner of Insurance; Frank L. McCor- 
mick, president of the Des Moines 
Chapter of Chartered Life Underwrit- 
ers; Rodney Bliss, president of the Life 
Underwriters Association of Des 
Moines; and Roy L. Swarzman, presi- 
dent of the city’s General Agents and 
Managers Association; as well as the 
following company officers: 








Makes sense, doesn't it? 


satisfied fieldmen. 


"The Best Company." 


H. R. KENDALL, Chairman 








The Best Company?? 


Which is "The Best Company"? 


Probably no two persons have exactly the same answer to 
this query, but we like this one from Woody Woodson: "The 
Best Company Is The Company In Which You Are Insured." 


We think the best company for each individual is his com- 
pany: the company in which he is insured—for whom he works. 


Our company — the WASHINGTON NATIONAL — offers: 
all forms of personal protection insurance on individuals and 
groups (life, accident, health, hospitalization); liberal Savings and 
Profit Sharing Pension Fund for its hard-working employees; salable 
policies, attractive commissions, functional sales tools for its 


These, and many others, are reasons why we believe that in 
Evanston, Illinois, along the banks of Lake Michigan, we have 


Throughout the Nation our system of offering attractive 
career opportunities to qualified fieldmen who are looking to the 
future is gaining in popularity. 


We welcome your inquiry. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EXECUTIVE OFFICES — EVANSTON, ILLINOIS 


G. P. KENDALL, Secretary 


R. J. WETTERLUND, President 











HARRY S. McCONACHIE 


American Mutual: Dr. E. B. Moun- 
tain, president; C. C. Kirkpatrick, ac- 
tuary and treasurer; R. B. Reynolds, 
secretary; George M. Faul. 

Bankers Life: E. M. McConney, presi- 
dent; W. F. Winterble, agency vice 
president; Marvin E. Lewis, director of 
agencies. 

3ankers Security Life: George Olm- 
stead, president; Allen Eastlack, vice 
president and actuary; Raymond L. 
Smith, vice president. 

Central Life: E. H. Mulock, chairman 
of the board; W. F. Poorman, presi- 
dent; Francis L. Merritt, vice president 
and director of agencies. 

Equitable of Iowa: F. W. 
president. 

Farmers Life: L. M. Peet, president; 
Charles E. Hoffman, agency department. 

Homesteaders Life: Paul N. Mantz, 
president; C. A. Everett, vice president 
and superintendent of agents; C. D. 
Waller, field superintendent. 

Iowa Life: E. Howard Hill, president ; 
John Weaver, manager. 

Lutheran Mutual: Walter G. Voecks, 
president; W. A. Voigts, director of 
agencies. 

National Life: William Koch, presi- 
dent; T. C. Rudicill, superintendent of 
agencies; Arley F. Hanson, vice presi- 
dent. 

\lso invited was T. A. Sick, president 
of Security Mutual Life, Lincoln, Neb., 
and newly elected president of Ameri- 
can Life Convention. 

While Mr. Zimmerman was in Des 
Moines, he addressed the Life Under- 
writers Association and the General 
Agents and Managers Association. 


Hubbell, 


Kansas City Life Names 
B. M. Johnson Gen’! Agent 
Ww 


E. Bixby, president, Kansas City 
Life, has 
of B. Melvin Johnson as general agent 
for 40 counties in northeast Nebraska 
and western Iowa. Mr. Johnson’s head- 
quarters will be established at Omaha 

The new general agent goes to Kan- 
sas City Life with seven years’ experi- 
ence in the life insurance business. He 
formerly was a personal producer with 
The Prudential at San Francisco, and 
then a producer and district manager 
with Connecticut Mutual, at Lincoln, 
Nebr. 

Mr. Johnson’s entire business career 
has been in the insurance field. He left 
the University of Nebraska in 1940 to 
enter the Army and served five years 
with an infantry division in the Pacific 
theater. He has been a member of the 
National Guard for 14 years, entering 
as a private and now holding the rank 
of major. 

He is a member of the board of di- 
rectors of the Association of Life Un- 
derwriters, Lincoln, and a member of 
the Optimist Club there. 


announced the appointment 
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Paul Norton Goes to 
Chicago for N. Y. Life 


MADE FIELD "VICE PRESIDENT 


To Head Central Division; In Impor- 
tant Agency Posts Before Going 
to Home Office 


Paul A. Norton has been appointed 
field vice president of New York Life 
with headquarters in Chicago. In assum- 
ing his new position as head of New 
York Life’s central division Mr. Norton 
replaces H. H. Hicks who is on an ex- 
tended leave of absence because of ill- 
ness. 


Mr. Norton 


began his career with 


Greystone Studios 

PAUL A. NORTON 
Life in 1933 while still 
Nebraska State College, 
Was graduated in 1935. 
Master’s degree from 
the Harvard Graduate School of Busi- 
ness Administration, he was appointed 
assistant manager in Cedar Rapids, and 
18 months later was promoted to man- 
ager of the Worcester, Mass., branch. 
Mr. Norton became manager of the 
Boston branch, largest New York Life 
branch office in New England in April, 
1942, and two years later he was made 
manager of the Philadelphia branch. In 
January, 1947, he was named assistant 
superintendent of agencies for New 
York Life’s southeastern division, and 
in January, 1948, when New York Life 
resumed doing a life insurance business 
in Texas, he was put in charge of the 
new Houston branch office. In July, 
1949, he was assigned to the home of- 
fice and six months later was made 
superintendent of agencies. In January, 
1951, he was appointed an assistant vice 
president in charge of Group insurance 
sales, and in March, 1952, he was ap- 

pointed agency vice putonngas 


the New York 
a student at 

from which he 
After receiving a 


si lr te DETACHED OFFICE 
» Prudential announced the opening 
f a detached office at Hicksville, N. Y. 
forms part of the Huntington district 
1 is under the supervision of Dis- 
Manager Sylvester J. Brooks and 
also includes a detached office 

at Glen Cove. 


Penn Mutual Names 3 
In Los Angeles Area 


DINNER MARKS INSTALLATIONS 


President Malcolm Adam Presides at 
Affair Attended by More Than 
300 Guests 


Penn Mutual Life has appointed three 
new general agents in the Los Angele 
area and Malcolm Adam, president of 
the company presided at a dinner on Oc- 
tober 20 when they were installed. 

G. Svdney Barton will head the Los 
Angeles agency; James L. Gessner will 
operate in Pasadena; and James W. 
Lantz, Jr., will be in charge of the Long 
Beach agency. All three men are Char- 
tered Life Underwriters. The Los An- 
geles agency will be continued at 1111 
Willshire Boulevard and the first west 
coast premium collection office will be 
opened at the same address. 


Careers of New General Agents 


G. Sydney Barton, native of Los An- 
geles, was gradu: ited from the University 
of Southern California and later from 
Harvard Graduate School of 3usiness 
Administration. He was president of the 
student body at USC and held member- 
ship in Phi Kappa Psi, Knights, Squires, 
Blue Key and Scull and Dagger fraterni- 
ties. A Navy veteran of the second 
World War, he served as a lieutenant in 
the Supply Corps. He is chairman of the 
Emplovers’ Assistance Committee of the 
3ureau of Employment at University of 
Southern California and a member of the 
Development Advisory Board. He is ac- 
tive in Community Chest, Red Cross, 
YMCA and Junior —— of Com- 
merce. He is a member of > board of 
the Chartered Life U 9 Hal Associ- 
ation and a member of the Pasadena- 
San Gabriel Valley Life Underwriters 
Association. . 

James L. Gessner was born in Denver, 
and graduated from University of Call- 
fornia at Los Angeles in 1941. He served 
as president of the Interfraternity Coun- 
cil: president of Phi Phi; vice president 
of Blue Key and held memhe ership in 
Siema Pi and Kappa Beta Phi. During 
the second World War he served 314 
years in the Army. Mr. Gessner is di- 
rector and committee chairman of the 
Linda Vista Father’s Council: director 
of the Bruin Bench and vice president 
of the Los Angeles Bruin Club. He is 
president of Life Agency Supervisors 
Association of Los Angeles and com- 
mittee chairman of Los Angeles Asso- 
ciation of Life Underwriters and Los 
Angeles Chapter of Chartered Life Un- 
derwriters. He served as Community 
Fund Area chairman in 1951 and as 
chairman of the area Cancer Fund in 
1950. 

James W. Lantz, Jr., was born in Shel- 
byville, Tll., and graduated from Univer- 
sity of Illinois where he was president of 
Phi Delta Theta fraternity. He entered 
the life insurance business with the Penn 
Mutual immediately upon graduation. 
During World War II he served as a 
pilot in the Air Force and was dis- 
harged with the rank of major in 1946. 
He is vice chairman of the Long Beach 
Community Chest; chairman of the 
speakers bureau of the American Can- 
cer Society and vice president of the 
Community Volunteer Office. He is a 
member of the Kiwanis Club, University 
Club and Chamber of Commerce. Mr. 
Lantz is former president of Long Beach 
Life Underwriters Association and is a 
member of Long Beach Life Insurance 
Ageucy Management Association. 
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Barrett Analysis 


(Continued from Page 3) 


Personally, I do not intend to vote a 
straight ticket in November. 
Barrett’s Formula 
My approach in seeking to determine 
in advance the probable outcome of any 
particular political race is strictly imper- 
sonal and the final conclusions are based 
on a formula applied mathematically on 
a “shift and trend” basis to the political 
statistics being studied. It is a method I 
learned father, but it also is 
known to Unfortunately, 
some of our leading professional pollsters 
not acquainted with it. 
they were so far off 


from my 


some others. 


apparently are 
That explains why 
four years ago. 
Using this formula, for 
learned from the Literary Digest figures 
of 1936 that President Roosevelt would 
carry at least 43 states and beat Alf 
Landon by more than 11,000,000 votes. 
The Literary Digest “unfortunately” in- 
terpreted its statistics to mean Landon 
would win in a landslide. So in making 
my political guesses I throw the statis- 
tics at hand into the machine and let 
the old formula give me the answer. 
Last week I tossed a lot of statistics 
into the hopper—data gathered from 
such sources as the Gallup, Crossley, 
Staley Milling Company, Barber Harry 
Rich’s, the state fair, another nationwide 
check that predicted Truman in 1948 and 
some of my own figures gathered here 
and there—pulled the lever and looked 
for the answer. Here is what I found. 


What His Formula Developed 


A total of 56,125,000 men and women 
will go to the polls on November 4 and 
of the ballots cast 594,925 shall be spoiled 
or given to minor Presidential candidates. 
The balance of the votes will divide: 
General Eisenhower 29,297,668, and Gov- 
ernor Stevenson 26, 232,407. Then I 
checked again to catch the “trend” and 
came up with this: General Eisenhower, 
30,184,025 and Stevenson, 25,346,050. Of 
course, there is always the possibility 
that one speech or some incident may 
cause a great last-minute switch in votes. 
President Roosevelt beat Wendell 
Willkie with his final speech of that 
campaign. My calculations caught the 
change as 3,000,000 votes lost by Willkie. 
President Roosevelt figured that great 
oratorical effort picked up 3,500,000 bal- 
lots for him. 

Getting back to the statistics for this 
election. The calculations have brought 
out this discouraging result for the Dem- 
ocrats. In Missouri General Eisenhower 
is leading Governor Stevenson 1,021,061 
to 957,739 and the “trend” indicates a 
present lead for Ike of about 100,000. In 
Governor Stevenson’s own state, Illinois, 
the formula kicks out only 2,029,600 votes 
for him and 2,270,400 for Ike. Personally, 


instance, I 


SALESMAN TO SELL SALESMEN 


Qualified man wanted to sell Estate Planning, Business Life Insur. 
ance and Pension publications to General Agencies. Attractive future 


KOSTER, DANA & COMPANY, INC. 
WHitehall 3-6490 
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MANHATTAN LIFE SERVICE 


Consult With 
The Three Musketeers: 
JOE BACHMAN 
SAM JOHNSON 
CLIFF DALEY 
of the 
Champ Edwards Agency 


551 Fifth Avenue, New York 19, N. Y. 
MUrray Hill 2-7330 











I was greatly surprised by that answer, 
But then at the Illinois State Fair, right 
in Springfield, where Governor Steven- 
son’s personal charm certainly is at its 
best, the Staley Milling Comp: any’s poll 
produced 5,221 votes for the Governor 
and 4,913 for Eisenhower. 

On the basis of the 30,184,025 for Ike 
to 25,346,050 for Stevenson the States di- 
vide: For Eisenhower—Kansas, Maine, 
Nebraska, North Dakota, Vermont, Cali- 
fornia, Colorado, Connecticut, Delaware, 
Idaho, Illinois, Indiana, Iowa, Michigan, 
New Jersey, New York, Ohio, Oregon, 
Pennsylvania, Wyoming, Missouri, New 
Mexico, West Virginia, Maryland, Utah 
and Wisconsin. This gives him a total 
of 318 electoral votes. 

States indicated as for Governor Ste- 
venson include: South Dakota, Minne- 
sota, New Hampshire, Alabama, Arizona, 
Arkansas, Florida, Georgia, Kentucky, 
Louisiana, Mississippi, North Carolina, 
Oklahoma, Rhode Island, South Carolina, 
Tennessee, Texas, Virginia, Massachu- 
setts, Montana, Nevada and Washington. 
These states have a total of 213 electoral 
votes. 


Prudential to Extend 
Its Work Week Schedule 


The Prudential announced that it is 
extending its normal five-day work 
week of 35 hours for its clerical staff to 
37% hours, effective November 3. The 
change applies to offices throughout 
the United States. 

Company officials said that the action 
was necessary to meet a steadily in- 
creasing workload in the face of per- 
sonnel shortages in many areas. 

Affected clerical employes up to mid- 
dle supervisory levels will receive a 
salary increase, including pay for the 
additional 2%4 hours, of 10% Approxi- 
mately one-half of the company ’s 45, 
employes are in this category, which 
does not include executive sales and 
other groups. 

In Newark, the home office hours 
will be from 8:30 a.m. until 4:40 p.m. 
instead of from 8:30 until 4:15, as at 
present. In addition, the lunch hour pe- 
riod will be shortened five minutes. 
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days of the country, it was a new-found freedom that permitted 

the individual to express his preferences and beliefs. It gave each one 
\ the opportunity to influence his own future in his own way— 

an opportunity treasured by all Americans. 


Today, more than a half-million people follow the American 





















tradition of independence by providing for their own financial future, 
through life insurance with The Penn Mutual. 


A Penn Mutual Life Insurance policy can insure your financial independence 
in many different ways. Among other things, it can build an estate 
for you and your heirs; pay off a mortgage on your home; assure 

y funds for the higher education of your children; provide an independent 

life income for you when you decide to take things easy and retire. 


The Penn Mutual Underwriter in your community is a business man whose 


ws 


training and experience qualify him to help you arrange a plan 

that is flexible enough to conform to your objectives and your income... 
a plan that will do many things for you and at the same time protect, 
constantly, the financial independence of those you love. 
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Four Advanced by Connecticut Mutual Life 


Four men faye officials of Connecti- 
cut Mutual Life by action of the board 
of directors, October 24. 

Earl M. Smith, Carleton T. Hazen and 


EARL M. SMITH 


Albert J. Nichols were advanced to actu- 
arial supervisors. Clifford E. Benson 
was promoted to assistant supervisor of 
policy loans. 


Mr. Smith joined the company’s actu- 


ALBERT J. NICHOLS 


arial department in 1921. For many years 


supervised the plan change divi- 
1949 was 
several 


> title 


he has 
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pervision of major actuarial 
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PURCHASES OHIO AGENCY 
Darrel P. Render, recently 
named district agent for the Ohio State 
Life at Dover, O., has purchased the 
Harry Watson Insurance agency at 
Sugarcreek, O. He will take possession, 
November 1. 


who was 


and as administrative assistant he has 
been charged with the over-all super- 
vision of an important portion of the 
actuarial clerical staff. 


CARLTON T. HAZEN 


Mr. Benson joined the company in 
1922. His assignments included a period 
in the accounting department and several 
years as cashier of the company’s Min- 
neapolis agency. On retiring to the home 


CLIFFORD E. BENSON 

office in 1931, he entered the policy Joan 
department. For many years he has 
been assistant to the head of the de- 
partment. 


250,000,000 of insurance in force, 


General Agent in Akron 


For Lincoln National 
Appointment of Frank J. Mellinger as 
general agent in Akron, Ohio, for Lin- 
coln National Life, is announced by 
Cecil F. Cross, vice president and di- 
rector of agencies. He succeeds the late 
John H. Geer, CLU, as Akron general 
agent. The agency will be known as 
the Frank Jay Mellinger agency and 
will continue to represent Lincoln Na- 
tional Life in Summit, Holmes, Medina, 
Wayne, and Poriage counties in north- 
Ohio. will re- 
main at 827 Tower, 
Akron. 

Mr. Mellinger joined Lincoln National 
in 1946 as special representative in Val- 
Ind., and for the past four 
been located in South Bend, 

a graduate of Indiana Uni- 
Bachelor of Science de- 
Administration. Upon 
military service 
the United 


offices 
National 


eastern Agencv 


First 


paraiso, 
years has 
Ind. He is 
versity with a 
gree in Business 
graduation, he entered 
and served four years in 
States Army, joining as a second lieu- 
tenant and emerging from active duty 
in 1946 with the rank of major. 

Mr. Mellinger quickly became one of 
the Lincoln National’s top personal pro- 
ducers and now has more than $1% 
million of insurance in force. 


Franklin Life Occupies 
Twelve-Story Addition 


Franklin Life, Springfield, Ill, has 
completed occupancy of the new 12 
story addition to its home office plant, 
according to an announcement by Presi- 
dent Chas. E. Becker. All floors but 
one are being utilized, with space in all 
cases being made available for future 
expansion. 

Of particular 
building is the 
ped employes’ 


interest in the new 
large completely equip- 
cafeteria on the 11th 
floor, and the employes’ lounge, library 
and sun deck on the 12th floor. The 
cafeteria has seating space for approxi- 
mately 230 persons at one sitting, and 
can seat the entire employe group in 
staggered shifts. It is equipped with 
complete modern kitchen installations, 
and all food served to Franklin on 
ployes is prepared in the building daily. 
The cafeteria is a non-profit project, 
intended to serve well-balanced meals at 
the lowest possible cost. 

The new building adds 
43,000 square feet of additional work 
space to the existing plant. It was 
planned to match the exterior design of 
the new building opened in 1948. 

The company currently has over $1,- 
and has 
the past four 
years. Its agency operation includes 
every state in the union except two, 
as well as the District of Columbia, and 
the Territories of Hawaii and Alaska. 


approximately 


doubled in size during 





PIONEERS IN 
INCOME PROTECTION 


Non-Cancellable, Guaranteed Renewable 


Sickness & Accident Income Protection 
and Family Hospitalization 


* Participating Life Insurance 


b All Forms of Group Insurance 


Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 


JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


LoyAL Protective Lire INSURANCE COMPANY 


BOSTON 15, 


MASSACHUSETTS 


Marvin E. Lewis Heads 
Bankers Life Agencies 


SUCCEEDING W. F. WINTERBLE 


Joined Des Meine € Company in 1924 
Coming Up From the 
Field Force 


Marvin E. Lewis has been named di- 
rector of agencies of Bankers Life Co, 
Des Moines, effective immediately, 
President E. M. McConney announces, 
Mr. Lewis, who has been superintendent 
of agencies, now assumes full charge of 


MARVIN E. LEWIS 


Ordinary sales operations, succeeding 
W. F. Winterble whose resignation be- 
cause of his health was announced last 
week. 

Mr. Lewis started his Bankers Life 
career as a salesman in the Des Moines 
agency in May, 1924. In his second 
year in the business he earned member- 
ship in the Gold Medal Club and for 
the next three years qualified for Presi- 
dent’s Premier Club—these being the 
top sales organizations of those years. 

His continuing fine record in_ the 
Des Moines agency caused him to be 
called into the home office in February, 
1930, as a field representative with the 
title of regional supervisor. Successful 
in that work, he was called to Des 
Moines, in May, 1931, to take the post 
of supervisor in the Des Moines agency. 
He was named an assistant superintend- 
ent of agencies in March, 1937. 

He has been active in the Life Insur- 
ance Agency Management Association, 
serving for the last two years on the 
committee on relations with universities. 
He has also been active in the Des 
Moines Association of Life Underwrit- 
ers through the years. He is a Mason 
and a member of the Des Moines Club. 


K. M. Wehinger Cited for 
Direct Mail Advertising Skill 


The National Employment Board’s 
1952 award for outstanding achievement 
in the field of direct mail advertising 
was presented to Karl M. Wehinger, 
head of Wehinger Service, New_York, 
specialist in insurance personnel. Mr. 
Wehinger was given a plaque at the 
Board’s 20th annual convention held 
recently at the Roosevelt Hotel, New 
Orleans. His career in this field extends 
over 30 years. 

The conv ention agenda keynoted prob- 
lems current in personnel matters with 
panel discussions handled by employ- 
ment specialists from Boston, Atlanta 
and Memphis. Mr. Wehinger presided 
over the panel on advertising phases 0 
the employment agency business. 

Presentation of the award stemmed 
from his work with a chatty house 
organ directed to employers coast-to- 
coast in an effort to help employer- 
clients to find suitable personnel. Ex- 
panding his agency’s promotional and 
public relations program, Mr. Wehinget 
has lately added to this office at 180 
Broadway, New York, a_ colorful 35 
square foot building sign and an anl- 
mated two-color neon window display. 
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National City’s William Street Branch doubles in size 





DUNCAN DUNBAR 


Manager, William Street 

Branch. Mr. Dunbar has 

been associated with the 

branch since its opening, 
2] years ago. 


Tune in on John K.M. McCaffery and the ‘11th Hour News,’’ 11 P. M., WNBT Channel 4 


There have always been historic doings on William Street, from its beginning as Shoemakers 
Lane over two and one half centuries ago. 

Now the important “‘new doing’’ on William Street is the expansion of the branch of 
The National City Bank of New York at No. 130. It has been doubled in size, modernized, 
air-conditioned and beautifully decorated with murals of Old New York. 

In the heart of the insurance district, it offers complete banking facilities to meet all per- 
sonal, business, and institutional requirements, and the services of an expert, courteous staff. 

You are most cordially invited to visit us. 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 15 me bind 7 
¢. 
67 Branches Throughout Greater New York @ 57 Branches Overseas 


First in World Wide Banking %, wey 


RY s 
4819 -\99* 





Member Federal Deposit Insurance Corporation 
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Schwemm Agcy.’s 100th 
Million Dollar Month 


LEADING GREAT-WEST AGENCY 


Monthly Production Record Maintained 
Since 1944; Annual New Business 
Average Is $22 Million 


Schwemm’s Chicago agency 


Earl M 
of Great-West Life this month recorded 


its one hundredth consecutive month 


of over a million dollars of new  busi- 


ness. Ever since July, 1944, over eight 


years ago, this production record has 


been maintained. Average monthly pro- 


duction is closer to $2 million because 


r 





i 


H. W. Manning, vice president and 
managing director, Great-West Life, is 
shown, right, presenting a framed scroll 
to Mr. Schwemm to commemorate the 


achievement. 


new business for the year averaged 
over $22 million. 
When Mr. CLU, joined 


Great-West in 1936, the Chicago agency 


was in eleventh place among the com- 


Schwemm, 


pany’s branches. Its total production 


for that year was $1,600,000. Two years 
later the agency was in top place, where 
it has since remained and is currently 
1952 


heeded for first position again in 


In the past decade, several new 


branches have been formed in the 
Great-West organization which has 
meant transter of policyholders and ter 
ritory from Chicago. In 
losses, business in force in the Chicag 
agency stands at over $150 million, ex 
clusive of Group insurance. 

An important contribution th the 
Schwemm made to Great 
West expansion his been in personnel 
No less than five Great-West 1 
managers are products of the 
branch. 

A brief 
written by the Schw 
the current size po 
tial. Eleven per cen 
is currently being 
tate Builder, 
venile plan. 

The agency’s prog: 
result, in 1 
Schwemm’s 
sales ideas and 
qualities of 
able to 
through his organization, many 
derwriters in the surplus 
business problems and in difiicult cases. 


lis agency is considered to be one of 


spite of 


these 


agency has 


analysis 


Great 


leaders] 
either 


assist, 


solution § of 


iding brokerage 
for life insurance. 

Mr. Schwemm is a past 
both the Illinois State Life 
ers Association and the 
ciation. He has held 
Gflices and served 


Chicago’s outstat centers 
president of 
Underwrit- 
\sso- 
other 
committees 
at local, state, and national levels. He 
is constantly in demand as a speaker in 
both the United States and Canada 

Mr. Schwemm entered the life insur- 
ance business in 1927, a few years after 


Chicago 
numerous 
many 

, 


Pru Picks Architects for 
Jacksonville Home Office 


Kemp, Bunch and Jackson, prominent 
Jacksonville, Fla., architectural firm, has 
been selected to prepare studies, plans 
and specifications for the proposed new 
Southern home office in Jacksonville of 
The Prudential, Carrol M. Shanks, the 
company’s president announced. 

The company holds options until mid- 
1953 on more than 18 acres of property 
between the Acosta Bridge and the new 
Gilmore Street Bridge Expressway on 
the southside of the St. Johns River. 





he graduated from the University of 
Illinois. 


Schwemm Agency Associates 


Among Mr. Schwemm’s many associ- 
ates in the Chicago agency, Sol Sack- 
heim, CLU, is the dean. Observing his 
twentieth anniversary with Great-West 
this month, he is agency supervisor in 
charge of production and training. Mr. 
Sackheim is assisted by Kenneth A. 
Mullins, assistant agency supervisor. 
Other key assistants to Mr. Schwemm 
in this record-breaking period have 
been R. C. Frasier, CLU, agency super- 
visor in charge of brokerage business; 
Ralph L. Welch, assistant brokerage 
manager and John A. Churchman, CLU, 
Group supervisor. K. W. Kennedy, 
agency cashier, is in charge of admin- 
istrative anad clerical staff. 

















UNDERWRITER WANTED 


Eastern insurance company desires lay underwriter with experience 
in both ordinary and weekly premium underwriting. Write stating 
qualifications, experience and salary requirement to Box 2128, The 
Eastern Underwriter, 93-99 Nassau Street, New York 38, N. Y. 











Cleveland General Agent 


William B. McPhetridge has become 
general agent in Cleveland for Colum- 
bian National Life of Boston. He suc- 
ceeds David A. Truman, who has been 
named co-general agent of Columbian 
National’s St. Louis agency. 

McPhetridge began his insurance ca- 
reer with the John Hancock in 1941. 
Three years later, he entered the Army 
and served with the Third Infantry Di- 
vision in the European Theater. After 
the war he returned to Cleveland as an 
agent for Bankers of Nebraska; four 
years later, he became agency super- 
visor for the State Mutual in Cleveland. 

He has been a member of the Ohio 
Leaders Club for two years, is a three- 
time winner of the National Quality 
Award, and has been a director of the 
Cleveland Association of Life Under- 
writers for the past seven years. 











regularly. Write— 





Vs 
One of the fastest growing 
life insurance companies 
in America! 


*One reason why: timely tips! 


Our Field force receives up-to- 
the-minute news — with timely 

tips for sales today — backed by 
modern policies and underwriting practices 
that are “clicking” with clients. 


This free service is yours—ask to receive Postal Heralds 


Vice President and Director of Agencies 


POSTAL LIFE INSURANCE COMPANY 
511 FIFTH AVENUE, NEW YORK 


Roy A. Foan 








New Brokerage Dept. 


Mgr. 


Ld 


FRANK P. NASSBERG 

Frank P. Nassberg has been appointed 
manager of the brokerage department, 
Spaulder, Warshall & Schnur agency, 
Guardian Life, 45 John Street, New 
York City. 

Born in New York City where he at- 
tended high school he also became a 
student in Lowell Tech, Lowell, Mass. 
For five years he was with the Army 
and during that experience was _ public 
satety officer, Military Government in 
Germany. 

Upon his return from the service he 
went into life insurance becoming an 
agent in Springfield, Mass., of one of 
the life insurance companies. He then 
moved to New York City where he be- 
came associated with C. B. Blonder Co., 
Inc., a brokerage concern at 60 John 
Street where he was manager of the 
life, accident and health departments. 


T. K. Mersereau on Field 
Trip With E. H. O’Connor 


T. Kenneth Mersereau, one of the 
leading producers in Purl E. Ansel’s 
agency of Monarch Life in Baltimore, 
recently returned from a field trip with 
Edward H. O’Connor, managing director 
of the Insurance Economics Society of 
America. In his capacity as zone di- 
rector for the International Association 
of A. & H. Underwriters handling the 
states of Maryland, West Virginia, Vir- 
ginia and the District of Columbia, Mr. 
Mersereau introduced Mr. O’Connor as 
the guest speaker at meetings of the 
Washington, D. C., Association of A. & 
H. Underwriters, the Raleigh, N. C., life 
and A. & H. association—a combined 
meeting, and at the Richmond combined 
meeting of the life and A. & H. asso- 
ciations. 

Mr. O’Connor’s talk was entitled 
“Time for Action” and it was delivered 
with telling effect before these groups. 

Mr. Mersereau also attended the re- 
cent meeting in Chicago of the board 
of directors of the International Asso- 
ciation of which he is a member and 
as one of 15 leaders of that organiza- 
tion he took the teacher’s disability in- 
surance sales course at the University 
of Illinois, conducted by the College of 
Commerce and Business Administration 
with the cooperation of the Interna- 
tional Association. 
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R. G. Engelsman Penn 
Guest at Dinner Here 


ADAM LAUDS PLANNED CAREER 





Many Engelsman Alumni Are Now 
General Agents of Companies; Will 
Conduct Coast Lectures 





An outstanding example of how life 
insurance men can contribute to the 
success Of other careers while carefully 
planning and building up their own 
was demonstrated at the dinner to 
Ralph G. Engelsman given by Penn 
Mutual at Hotel Plaza, Monday night. 
Mr. Engelsman started creating his per- 
sonal insurance program when _ hardly 
more than a boy agent; continuously 
added to that program; had as_ his 
goal becoming a general agent; decided 
at what age he would retire from that 
post. After 25 years with Penn Mutual 
he recently resigned as general agent 
and will devote his principal activities 
to personal production and to life in- 
surance consultation work for others. 
He is succeeded as general agent by 
a member of his own former organiza- 
tion—Charles E. Drimal. 


A Tribute From Malcolm Adam 


“One can well be proud of a career 
where the planning has been so careful 
and so successful,’ President Malcolm 
Adam of Penn Mutual said and pointed 
to a number of men in the banquet 
room, now general agents of compa- 
nies, who are Engelsman-trained. He 
was referring to Phil O. Works, Roch- 
ester, N. Y.; Charles E. Spencer, To- 
ledo; John H. Evans and Benjamin 
Salinger, New York City; John Murphy, 
Richmond, Va. Other general agents 
who were in his agency but not at the 
dinner were. F. W. Harlow, Minneapo- 
lis; Eric Wilson, Santa Monica, Cal., 
and Lewis Sprague, New York. 

Discussing the broad experience of 
Mr. Engelsman the Penn Mutual Life 
president also called attention to the 
latter’s work in university lecture course 
field, in writing of books and in Gov- 
ernment service. Among those at the 
dinner were James Elton Bragg, gen- 
eral agent, Guardian, who has been 
closely associated with Mr. Engelsman 
in teaching insurance courses; Julian S. 
Myrick, chairman, American College of 
Life Underwriters; Holgar J. Johnson, 
president, Institute of Life Insurance; 
David B. Fluegelman, president; Clancy 
D. Connell, former president, and Ben- 
jamin Woodson, executive head of 
NALU. 

From the home office, in addition to 
the president, were D. Bobb Slattery 
and John Huebner, vice presidents; 
Wallis Boileau, Jr., second vice presi- 
dent; Dr. Daniel Hoare, assistant medi- 
cal director, and Urban Quirk, assistant 
vice president. 

A number of gifts, including a silver 
salver and a radio, were presented to 
Mr. Engelsman by his former alumni 
who are general agents, from the gen- 
eral agency’s representatives and others. 
Mr. and Mrs. Engelsman will soon visit 
the Pacific Coast where he will conduct 
a series of one day sales courses. 


Wilbur Lee Jenkins Dead 


Wilbur Lee Jenkins, manager of the 
mortgage loan department of Life In- 
surance Co. of Georgia, died of a heart 
attack at his home in Atlanta recently. 
He was 57 years old. 

Before becoming associated with Life 
ot Georgia in 1945, Mr. Jenkins was for 
several years head of the mortgage loan 
department of Atlantic Life of Rich- 
mond. Mr. Jenkins served in the Army 
Signal Corps prior to World War I, 
Was a sales representative for a tobacco 
firm, and then went into the mortgage 
and bond business in Richmond. 

He is survived by his widow, the 
former Anne Henley of Esses, Va.; a 
sister, Miss Mabel Jenkins of Tarboro, 
t + and a son, W. L. Jenkins, Jr., 
of Richmond, who is district manager 
for Life of Georgia in Richmond. 





Descriptive Titles for 
Prudential’s Districts 


The Prudential has announced that in 
the future all district offices in multiple 
office cities will be known by descriptive 
names rather than by numbers as here- 
tofore. In each case the name will be 
as closely identified as possible with the 
section of the city in which the office is 
located. _ 

Examples of the company’s new office 
headings are illustrated in its New York 
district offices. New York district office 
No. 5 becomes Yorkville, New York No. 
6, Herald Square, New York No. 11, 
University Heights. Each of the names 


is easily associated with the office’s 
immediate locality. : 
Similar descriptive titles are being 


used throughout the country. 


W. F. LANE APPOINTED 

William F. Lane has been promoted 
to manage the Silver Spring, Md., office 
of the Baltimore Life, it was announced 
by Fred I. Wunderlick, vice president 
and superintendent of agencies. 

Mr. Lane joined the company in 1949 
as agent in Erie, Pa. He was made 
staff superintendent at Warren, Pa., late 
in 1950. 





Manhattan Life’s Field 
Force to Honor E. A. Porter 


For the first time in the history of 
Manhattan Life, the company’s field 
force is in November conducting a sales 
drive in honor of an actuary. 
headed by 


Spear- 
field 
men from various parts of the country, 
the November campaign will pay tribute 
to Elder A. Porter, vice president and 
with the 


a committee of eight 


chief actuary, who has been 
company since 1935. 

A quota of $10,000,000 submitted has 
been established, and general agents 
from the Metropolitan New York area, 
gathered at a luncheon at the New York 
Athletic Club recently, expressed con- 
fidence that the field force would far 
exceed this figure as a tribute to Mr. 
Porter. J. P. Fordyce, board chairman, 
and Thomas E. Lovejoy, Jr., president, 
Manhattan Life, who addressed the 
luncheon gathering, said it was their 
fondest hope that the all-time one 
month company record of $12,234,750 es- 
tablished in April, 1952, President’s 
Month, would be beaten in November. 

The home office is offering nineteen 
plaques as awards for leadership during 
the month. Ten are for personal pro- 





Purchases Store Building 

Continental Assurance has purchased 
the new J. C. Penney Company store 
building in Bellflower, Cal. Owner of the 
building was the Gerama Investment 
Company, a subsidiary of the W. I. 
Hollingsworth interests. The J. C. Pen- 
ney Company has a lease on the build- 
ing. 

The two story building contains 38,000 
square feet and represents the 15th com- 
mercial real estate investment now 
owned in California by the Continental 
Assurance, 








ducers, except general agents, and nine 
are for general agents. 

The following eight field men are 
serving aS a committee for “Porter 
Month.” 

Arthur A. Baum, Kelley-Baum agency, 
Detroit; Vincent J. Diglio, Ranni 
agency, Miami, Fla.; M. Keith Fleming, 


general agent, Portland, Ore.; Harry 
Levey, Schloen-Levey agency, Beverly 
Hills, Calif.; Peter Peyser, associate 


general agent, P. A. Peyser agency, New 
York; James G. Ranni, general agent, 
New York City and Miami, Fla.; Ed- 
ward A. Schmidt, supervisor, Bernard 
B. Hoffman agency, Buffalo; William 
\. Vorhauer, general agent, Chicago. 





A limited range of coverages limits your ability to serve 
your clients as completely as they demand. Only 
with a complete line of Life and A&H protection can 


you give maximum service. 


anywhere . . . under one roof. 





aj fom 








Medical Coverage 
Hospitalization... 
Individual & Family 
Aviation & Travel 
Accident . . World-Wide 
Unusual 

and Extraordinary 
Special Risks 

A&H Income 
Protection... 

Even for Life 


United States 
Life Insuragce Company 


Associates: Continental Assurance Company cs 
Transportation Insurance Company i ae 
Catastrophe ee ar 


Continental Casualty offers the most complete line of 
accident-health & hospitalization coverages available 


That’s why more and more life insurance men are 

turning to Continental for the full range of A&H coverages 
that makes their service to clients complete. New 
opportunities await you, too, in our “Department Store 

of A&H&H". Write or phone today for our full story. 


AE 


America's ONLY Department Store of A&H&H Insurance 





Continental 
Casualty 


Company 
310 S. Michigan Ave. 
Chicago 4 
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Solomon Huber Agency to Hold 10th 
Annual Estate Planning Forum Nov.26 


planning 
Agency, 


The tenth annual estate 
forum of the Huber 
Mutual Benefit Life, 370 Lexington Ave- 
nue, New members of the 
accounting, 
will be held at the Hotel 
November 26. 
be built around the 
For Minors.” 


This vear attendance is being restrict- 


Solomon 


York, for 
trust and legal professions, 
Commodore, 
The forum this year will 
subject “Providing 


ed in number in order to allow for a 
more intimate question and answer ses- 
sion, and is by invitation only. In their 
formal Huber 


indicate that they charge no fees, draw 


invitation the Associates 
1 documents and specifically direct 


memoranda or estate reports to 


and accountant of every 
hat the 


data and the report 


recipient 


is the client’s professional advisor who 
then makes the final decision and drafts 


whatever instrument may be required. 
Panel Members 


] 


Formerly attended by over 350 mem 


professions who come as 


Huber 


guests will this year 


bers 7 the 


guests of the Associates, per- 

" 1 
sonally selected 
headed by  na- 


le 


hear a lecture panel 
orities who inclu 


Sur- 


known autl 
Mc Manus, law 
New 

Scudder, 


counsel, New 


tionally 


Donald 


rogate’s 


assistant, 
York County; 
Stevens & 
York; 
Mann- 


Court, 
Dwight Rogers, 
Clark, 
Albert 


investment 
Mannheimer, Nathan, 
heimer, Asche & Winer, attorneys, New 
York; Milton Young, Kaplan & Edel- 
stein, attorneys, New York; Henry Cas 
sorte Smith, Webster, Shetheld & 
Chrysler, attorneys, New York; David 
Beck, Gutkin & ttorneys, New- 
ark. 

The Huber Agency forums have done 
much to relations between life 
insurance men and lawyers, accountants 


Becl 
CCK, 


cement 


and trustmen. Recognition of the par 
ticular contribution of each professional 
advisor to the client’s estate plan is fully 
explored. 

Contributions fro he floor in the 
form of questions or volunteered in- 
formation have had a stimulating ef- 
fect but the time factor has kept them 
at a minimum. 

Guests at this year’s meeting will as- 
semble < for cocktails and 
luncheon ith tl actual proceedings 
scheduled fi :30 p.m. Life insurance 
f *r companies will be privi- 

a “Repeat Forum” on 
the New School For So- 

Admission, in the nature 
ition to the School, of $1 

Admission slips may 
be secured by writing to the registrar 
at 66 West Twelfth Street, New York. 

Mutual Benefit , impressed with 
the results of e: forums, has, un- 
der the guidance of Vice President Her- 
bert G. Kenagy and Director of Ad- 
vanced Underwriting §S 
3. Gordon, set up a company system 
of forums modeled after the Huber 
forum. The company, under this plan, 
cooperates with its interested general 
agents. agents of other compa- 
nies have begun to follow the same pat- 
tern, creating 
the part o 
of life insurance and the 
local agency. 

The Huber Agency specializes in prop- 
erty planning and programming and op- 
erates under a copyrighted and _ regis- 
tered procedure known as FEstatology 
which comprises various 
niques and skills essential to doing a 
well rounded job for clients. Non-buy- 
ers receive the identical service which is 


agents of 
leged 
December 


Services George 


General 
a better appreciation on 


he public of the functions 
— £ 4] 
role ot the 


tools, techn 


made available to life insurance 
chasers. 
Huber Agency Associates 

The Huber Agency records some note- 
worthy statistics. Of 21 full-time repre- 
sentatives, six have been members of 
the Million Dollar Round Table. They 
include David Adelman, Carl Spiro, Rob- 
ert O. Segal, Jack D. Garfunkel, Mar- 
tin K. Gunz and Daniel Spooner. Mr. 
Adelman, who is a life and qualifying 
member, has served as chairman of the 
New York Round Table. The CLU 
movement is well represented by Victor 
R. Goldberg, Mr. Gunz, Louis R. Miller, 
Mr. Garfunkel, Ralph Szabo and Mr. 
Huber. Mr. Huber has taught CLU 
classes and is a professor ot sociology 
at the New School for Social Research. 
Some of the associates also serve on 
the teaching staff of the New York Life 
Underwriters Training Course. 

For the last several years an agency 
member new to the business has been 
the recipient of company awards as the 
leader in first or second year earnings. 
The agency has also received company 
awards for all-round performance either 
as an agency or for developing new 
men three times in recent years. All but 
the very newest men have been listed 
in Mutual Benefit’s President’s Club 
because of high earnings. All new men 
who continued on have qualified for the 
Squabs’ Club which is a junior version 
of the President’s Club. 


pur- 


Dr. E. Cc. Besene Preslions 
Of Life Medical Directors 


At the annual meeting of the Associa- 
tion of Life Insurance Medical Directors 
held in Los Angeles last week, Ear] C. 
Bennett, M.D., medical director of Met- 


year, 1 C. Mont- 
gomery, M.D., medical officer of Manu- 
facturers Life, was elected. 

Other officers elected were: vice presi 
dent: Richard L. Willis, M.D., chief med 
ical director, Mutual Life; secretary: 
Henry B. Kirkland, M.D., associate med 
ical director, Prudential; treasurer: Wal- 
ter A. Reiter, M.D., vice president, Mu- 
tual Benefit Life; editor of the proceed- 
ings: James R. Gudger, M.D., medical di- 
rector, Mutual Life. 











93-99 Nassau Street 








SALES PROMOTION OPPORTUNITY 


One of top ordinary life companies has opening in Sales 
Promotion and Advertising Department for aggressive young 
man. Knowledge of life insurance business and aptitude for 
sales promotion work essential. Fine future for right man. 


Please give complete resume of background and experience. 


Box 2130, The Eastern Underwriter 


New York 38, N. Y. 














Norman Rockwell Sketches 


For Massachusetts Mutual 
Norman Rockwell, 
“Painter to America’s Millions,” was the 
guest of Mu- 
tual Life recently when he attended a 
their 


described as 


honor of Massachusetts 


dinner of directors and 
wives at the Hotel Kimball, Springfield. 

Mr. Rockwell is 
Massachusetts Mutual exclusively in the 
field. His 


est sketches for the company are used 


company 
working for the 


life insurance human. inter- 


in the national advertising campaign 


which introduced last month and 


which is attracting the attention of mil- 


was 


lions of magazine readers. 
sketch for the 
depicted a 


In his first insurance 


series, Mr. Rockwell small 


boy on the way to his first day at 
school, complete with an apple for the 
teacher. 

For the November advertisement, 
Norman Rockwell has sketched a typical 
American family at the Thanksgiving 
table. 

In announcing the current advertis- 
ing campaign, Leland J. Kalmbach, 
Massachusetts Mutual president, said, 
“You must have admired, as I have, 
Norman Rockwell's extraordinary abil- 
ity to portray Americans as they are, 
and to make all of us recognize our- 
selves in the situations he depicts. His 
pictures make people stop and_ think 
about family aspirations and obliga- 
tions.” 








IT WOULD BE TO OUR MUTUAL ADVANTAGE 








FOR YOU TO LET US SHOW YOU WHY 
LEADING LIFE UNDERWRITERS 
US REGARDING ALL PHASES OF DISABILITY 
INCOME INSURANCE. 

MASSACHUSETTS INDEMNITY INSURANCE COMPANY 


654 BEACON STREET 
Boston, Massachusetts 


(The brochure entitled “We Must Have Income” 
is yours for the asking.) 


CONSULT 

















New and Retiring President 
Of Brooklyn Association 


Immediate past president, Henry 
Marshall, general agent, Berkshire Life, 
right, presents Brooklyn branch presi- 
dent Sophie Lubroth, Mutual Trust Life, 
with a certificate of appreciation from 
the National Association of Life Un- 
derwriters at her installation as branch 
president of the Life Underwriters As- 
sociation of the City of New York for 
the year 1952-53. A report on the meet- 
ing, at which B. N. Woodson, CLU, 
managing director NALU and LUTC, 
was guest speaker, appeared in_ last 
week’s issue of The Eastern Underwriter. 

Mrs. Lubroth, who is the first woman 
president of the Brooklyn branch, is a 
member of the Women’s Quarter Mil- 
lion Dollar Round Table. 


P. E. Ansel’s Long Service 
Record With Monarch Life 


Purl E. Ansel, general agent of Mon- 
arch Life in Baltimore, one of the best 
known A. & H. men in that city, 1s 
rounding out 28 years with the com- 
pany, 18 of which have been spent in 
Baltimore. When he assumed direction 
of the agency it was losing money and 
stood at the bottom of the companys 
production list. In contrast, the Ansel 
agency this year is well up among 
Monarch Life’s leading agencies in both 
life and A. & H. premium volume. He 
is the company’s third oldest general 
agent in point of service. 

Mr. Ansel is a past president of both 
the Baltimore Life Underwriters Ass0- 
ciation and the Baltimore Association 
of A. & H. Underwriters. He has also 
served on the board of directors of In- 
ternational Association of A. & H. Ur 
derwriters. Among other affiliations he 
is vice president of the Baldric Club, @ 
luncheon club in Baltimore, and_ the 
Civitan Club. 
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J, E. Boettner Appointed 
By Philadelphia Life 


y. P. AND SUPT. OF AGENCIES 





‘,ed Company Last Year as Superin- 
Paiest of Agencies; Entered Life 
Insurance in 1922 





Joseph E. Boettner has been ap- 
pointed vice president and superintend- 
ent of agencies of Philadelphia Life, ac- 
cording to an announcement by William 
Elliott, president. Mr. Boettner, who 
was elected to his new post at the re- 
cent meeting of the board of directors, 
was appointed superintendent of agen- 


JOSEPH E. BOETTNER 


cies when he joined the company in 
1951. He was, prior to that time, Phila- 
delphia agency manager for Home Life 
of New York. 

Mr. Boettner entered the insurance 
business with the Penn Mutual Life in 
1922, He helped organize the Barrett 
and Boettner Evening Agency, or as it 
was called, “The Night Agency.” This 
agency, composed of employes working 
in the home office of Penn Mutual dur- 
ing the day and selling insurance at 
night, devoted two evenings each week 
to training and three to selling. 

In 1930 he left the Penn Mutual to 
become educational instructor for the 
Philadelphia agency of Continental 
American. Five years later he joined 
the Stuart Smith Agency as a personal 
producer specializing in estate planning 


and in 1940 became supervisor, then 
organizer, for the Frank Leonard 
agency of Mutual Life of New York. 


It was shortly afterwards that he took 
over the Philadelphia agency for Home 
Life of New York. Since his association 
with the Philadelphia Life, Mr. Boett- 
ner has been responsible for rapid ex- 
pansion in establishing new agencies for 
the company. 

A recipient of the CLU designation, 
Mr. Boettner and his wife live in Drexel 
Hill where he is active in community 
affairs and a member of the American 
Society of CLU, and the Union League 
of Philadelphia. 


JOHN C. RUSSELL DEAD 
John C. Russell, 52, general agent in 
western New York for Union Mutual 
Life, died recently in a Buffalo hos- 
pital. He had been in the insurance 
business 33 years in various parts of 
the state. He formerly worked out of 
Syracuse, Utica and Albany. 

Mr. Russell was a member of the 
Buffalo Athletic Club, the Life Under- 
writers Association, the Insurance Man- 
ers Association of Buffalo and the 
Fathers Club of Holy Angels Academy. 
He was a frequent speaker before or- 
fanizations on life insurance topics. 





° ’ 
Harmelin Brokers’ Course 
The 76th class of Harmelin agency of 

Columbian National Life, 50 Church 
Street, New York, to prepare brokers 
for the New York State agents’ exam- 
ination will begin on November 5. The 
course will consist of five lectures and 
is conducted at the agency’s offices. 
Instruction will be given by David R. 
and William Harmelin. A limited num- 
ber of applicants will be accepted. Part 
time agents are eligible. There is no 
charge for the instruction. 


Philip Aiken Promoted 


Pacific Mutual Life has promoted 
Philip Aiken, Group insurance represen- 
tative in the Chicago field office, to 
manager of the Newark regional Group 
insurance office, according to an an- 
nouncement by Vice President Ralph 
J. Walker. 

Before joining Pacific Mutual in June, 
he was with Massachusetts Mutual Life 
for three and a half years. He was 
graduated from Miami University with 
a degree in business administration. 


Prudential Issues New 


Preferred Whole Life 


The Prudential has announced a new 
level premium Participating Preferred 
Whole Life policy with a minimum 
amount of males, $10,000 and females 
$5,000 to apply between the ages of 21 
and 59. It includes waiver of premium 
disability clause without specific extra 
charge. Lifetime accidental death bene- 
fit may be included. Limit $50,000. Age 
limit 55. Family income or decreasing 
term rider may be included. 








a 













js PILGRIM 
SPEAKS 


nother up-to-the minute sales 
kit, built around the 1952 
Social Security amendment, 
has just been added to the State Mutual 
Sales System. It is complete with visual 
pages, forceful sales track and direct mail letters. 
Our new agents, especially, are successfully com- 
pleting one-interview sales in their first weeks of 
production. 


Experienced underwriters, too, are finding this 
effective package presentation a worthy supplement 
to the proven Social Security approach for the Com- 
pany’s popular Guide to Security. Because of this 
new kit’s wide application, its simplicity and power- 
ful motivation, it has been enthusiastically received 
by our entire field force. Taking advantage of the 
present unusually high interest in the revised 
Social Security Program, State Mutual agents 
from Maine to California are daily reporting 
substantial production increases from using this 
timely sales procedure. 


STATE:MU 
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Agency Management Ass’n 
Annual Meeting Speakers 


Speakers on the second day of Agency 
annual meet- 
A full pro- 


Management Association’s 


ing have been announced. 
gram is scheduled Wednesday, Novem- 
Edgewater Beach Hotel, 


morning 


ber 18, at the 
Chicago general 
and afternoon. The annual meeting runs 
November 17-20. 

Jules Derome, 
Underwriters 


with sessions 


Cig; 
Association of 
and David B. Fluegelman, CLU, presi- 
dent, National Association of Life Un- 
derwriters, will be the first two speakers 
introduced by Chairman Sayre Mac- 
Leod, CLU, vice president, Prudential, 
Wednesday morning. Mr. Derome, Sun 
Life of Canada manager in Montreal, 
will present “A Canadian Field Man’s 
Thoughts.” Mr. Fluegelman, — special 
agent for Northwestern Mutual in New 
York, has — his address “Free En- 
terprise—Fact or Fiction.” 

\ new TAMA study of agent and 
manager experience and opinion will be 
reported on by Dr. S. Rains Wallace, 
Ir., director of research, and Joseph 
Weitz, research associate They call 
their report “Let the Agent Tell It.” 

The final speaker us oronigr= f morn- 
ing will be William T. Earls, CLU, gen- 
eral agent, Mutual Benefit, anion: iti, 

ho is expected to explain how he in- 
organization to achieve 


president, Life 
Canada, 


spires his old 
production goals 
the Wednesday afternoon gen- 
the theme of this year’s 
will be especially em- 
in general, considera- 
industry, companies 
do so that good men 
will be attracted 
business. 
CL. second 
will discuss “The 
igen Prob- 
general agent, 


new 

During 
eral sec ssion, 
annual 
phasized. It is, 
tion of what the 
and agencies, can 
in sufficient quantity 
to the life insurance 

William P. Lynch, 
president, Prudential, 
Home Office and the 
lem.” Hugh S. Bell, CLI 
Equitable of Towa, Seattle will repre- 
sent the field management link in the 
recruiting results chain. Speaking for 
the young agent in the business today 
will be James M. Spencer, Jr., Connecti 
cut Mutual, Grand Rapids 

Also to be heard Wednesday 
noon is Dr. Karl W. H. Scholz, pro- 
fessor at the Wharton School, University 
of Pen insylvani: ho will consider “The 
Impact of g Economy on 
Private Life -e.” Cecil J. North, 
chairman of L rAMA \’s nominating com- 
mittee and vice president, Met ea 
Life, will make his committee’s report. 
D. Bobb Slattery, vice president and 
superintendent of agencies, Penn Mu- 
tual, will preside. 

\t the conclusion of the afternoon 
session, the New York Life’s new tech- 
nicolor 0a ee Every Mountain- 
side,” will be shown. Andrew H. Thom- 
son, assistant vice president, will intro- 
duce the movie. 
other events of wide 
Wednesday are the Canadian Compa- 
nies Fellowship Breakfast and the Small 
Companies Dinner. The breakfast is 
open to representatives of g compa 
nies operating in Canada; M. K. Kenny, 
CLU, general superintendent Me agen- 
cies, Excelsior Life, will preside in place 
of Arthur F. Williams, chairman of the 
Canadian Companies Committee and 
vice president and superintendent of 
agencies, Crown Life. 

Guest speaker at the Small Companies 
dinner will be Milton J. Goldberg, as- 
sistant superintendent, agency depart- 
ment, Equitable Societ Presiding will 
be Spencer R. Keare, CLU, chairman of 
the Small Companies Committee and 
executive vice president and superin- 
tendent of agents, Federal Life. 


meeting 


vice 


atter- 


interest 


Two 


DEAD 

man- 
Fitch 
a 


MORRIS L. GOLDMAN 
Morris L. Goldman, 54, district 
3oston Mutual Life at 

Mass., died recently in a 
Born in Russia, he lived in Wor- 
cester 35 years before going to 'Fitch- 
burg eight years ago He is survived by 
his widow, three daughters, and two 


1 
brothers. 


Two Are Made Assistant 


Actuaries by Travelers 


Appointments of Richard A. Getman 
and Charles G. Lincoln as assistant actu- 
aries in the Life Actuarial Department 
of the Travelers have been announced 
by President Jesse W. Randall. ; 

Mr. Getman joined the Travelers in 


RICHARD A. GETMAN 


1931 


past 


the ion Actuarial Department in 
and has been a supervisor for the 
five years. A native of Johnstown, 
he was graduated from Albany Academy, 


Albany, N. Y. 


CHARLES G. LINCOLN 
where he was awarded a Phi Beta Kappa 
key. 

During World 


with the Navy and 


War Two, he served 
was separated from 
active service as a lieutenant. Mr. Get- 
man is an Associate of both the Society 
of Actuaries and the Casualty Actuarial 
Society. 
ba Lincoln has been associated with 
Travelers in the Life Actuarial De- 
vet stthtcwt since 1937 and has been a 
supervisor for the past two years. He 
was graduated from Loomis Institute and 
Wesleyan University in 1937, Phi Beta 
Kap Ip 
= World War II, Mr. Lincoln 
an instructor in the Naval Flight 
paratory School at Wesleyan and 
later served on the staff of the radiation 
at the Massachusetts Institute 
Associate in 


al bor: tory 

Technology. He is an 
Actuaries. 

GROUP ‘REPRESENTATIVE 

Donald H. Weiss has been named 
(;roup service representative for Occi- 
lental Life of California in the San 
Francisco Group service department. He 
will work with A. C. Laemmert, Occi- 
dental’s regional Group service manager. 


the Society of 


i 


and from Williams College 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








a, 


HAIGHT, DAVIS & HAIGHT, Ine, 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Massachusetts Mutual Gain 
15.21% Over 9 Months ’51 


The volume of 
business produced by representatives of 
Massachusetts Mutual Life during the 
1952 showed a 


Ordinary and Group 


first nine months of 
15.21% increase over the same _ period 
last year, President Leland J. Kalmbach 
reported at the quarterly meeting of 
the directors, October 22. The total of 
this new business for the first three- 
quarters of the year was $293,155,652, a 
$38,702,993 increase over the first nine 
months of 1951. New Ordinary sales 
amounting to $242,565,412 were $15,093,- 
772 ahead of the same period a year ago. 

The Simon Agency of New York City 
again led the company’s 89 agencies in 
new Ordinary insurance sold and in to- 
tal insurance in force. Fifty-five agen- 
cies delivered more business than in 
the first nine months of 1951, and 87 
showed a gain in insurance in force. 

Ordinary insurance in force in the 
company on September 30 was $3,321,- 
614,098, an increase of $136,709,429 since 
December 31. Group insurance in force 
increased by $48,717,397 to $237,105,848, 
and the combined total of insurance in 
force was $3,558,719,946. 

Total receipts for the nine months 
were $11,896,093 greater than in the 
same period last year. Total pavments 
to policyholders and __ beneficiaries 
amounted to $82,702,875, of which death 
claims totaling $21,145,232 were paid on 
3,113 lives, an increase of $890,239 over 
the same period a vear ago. More than 
a million dollars a month were disbursed 
as endowment and annuitv payments. 

Ledger assets on September 30 
amounted to $1,507,625,628, an increase 
of $83.872,562 over the same date last 
vear. The most notable increase among 
the assets was in cornoration bonds and 
mortgage loans. During the third auar- 
ter, the company invested $42,556,910, or 
shout $3,273,600 a week, with a resulting 
408% vield. These investments include 
$27.158,552 in bonds and stocks and $13,- 
233,932 in mortgage loans. 


Soienhes: Puntos Up 30% 


Life insurance purchases in the United 
States in September showed an increase 
of 30% 
sponding month of last year, it was re- 
ported by the Life Insurance 
Management Association. The 
September was $2,504,000,000, compared 
with $1,923,000,000 in September of last 
year. 

Purchases of Ordinary life insurance 
in September were $1,601,000,000, up 
24% over September a year ago. In- 
dustrial life insurance housht in Sep- 
tember amounted to $470,000,000, an in- 
crease of 5% over the corresponding 
month last year. The new Group life 
insurance amounted to $433.000.000 in 
September, an increase of 138% over 
September a vear ago. These represent 
new groups set up and do not include 
additions under Group insurance con- 
tracts already in force. 

In the first nine months of the vear 
total life insurance purchases were $21,- 
33,000.000, an increase of 10% over the 
first nine months of 1951. Ordinary life 
insurance bought accounted for $14,- 
654,000,000, an increase of 13% over last 
vear. Industrial life insurance purchases 
represented $4,196,000,000 of this vear’s 
nine-month total, an increase of 4% 
from last year, while new Group life 
insurance amounted to $3,083,000,000, a 
rise of 7% from the first nine months 
of last year. 


over the volume in the corre- 
Agency 
total in 





INSTITUTE OF 


POHS INSURANCE 


NEW YORK ¢ QUEENS 


132 Nassau St. 90-53 Sutphin Blvd, 


INSURANCE COURSE 


Starts Monday, Dec. 1, for 
Brokers’ Examination on March 19, 1953 


NOTARY Pustic COURSE 


Starts Wednesday, Dec. 10 
for Examination on Jan. 13, 1953 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Approved by N. Y. State Dept. of 
Education and Department of Insuranee 


Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
132 Nassau Street 
New York 38, N. Y, 
Near City Hall 
Tel. COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 





C. E. Ferree With N. Y. Life 
In Sales Promotion Work 


Charles E. Ferree, Jr. has joined the 
New York Life as an administrative as- 
sistant in the Sales Promotion Division 
of the Agency Department. Mr. Ferree 
was formerly associated with the Public 
Information and Advertising Department 
of the Travelers in Hartford. 

Graduate of Colgate University, Mr. 
Ferree joined the Travelers in 1939, In 
1941 he went on active duty with the 
Marine Corps. He rose to the rank of 
major during his active service and is 
now a lieutenant colonel in the Marine 
Corps Reserve. He returned to the Trav- 
elers in 1946. Mr. Ferree served with 
that company in advertising, publicity, 
sales promotion and public relations un- 


til joining New York Life. 


B.M.A. Reports Record Gains 
Assurance, Kan- 
sas City, Mo., announces the comple- 
tion of one of the most successful 
months in the company ’*s history. 

At the close of September, total life 
insurance in force was $602,030,041. The 
significant fact about this is that it took 
BMA 15 years to reach its first $100 
million of life insurance in force where- 
as the last $100 million of gain was 
achieved in just 15 months. 

Actually, the company’s total pre- 
mium income, including life, accident 
and health and Group insurance, 1S 
equivalent to more than $1,200,000,000 
in terms of life insurance only. 

In total production, September was 
the second highest month in the com- 
pany’s entire history. Altogether, 75% 
of the company’s branch offices ex- 
ceeded September, 1951, 57% established 
new high records for September, and 
13% reached an all-time high for any 
month in the company’s history. 

This was the sixth month in 1952 in 
which the company established a new 
all-time satel record for the month. 


The Business Men’s 


OCCIDENTAL’S 1953 MEETING 
Occidental Life of California has _no- 


tified the members of the Top Club 
that the club’s convention for 1953 will 
be held at the Banff Springs Hotel, 
Canada, September 2-5, the change be- 
ing necessary because of the burning 
of the main building at the Jasper 
Lodge Hotel. 
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Home LifeSenior Women 
Hear Mrs. McIntosh Talk 


“WOMEN’S PLACE IN BUSINESS” 


Barnard College President Says Women 
Have Proven That They Are as 
Competent as Men in Business 


McIntosh, president of 
speaking recently be- 
fore the senior women employes of 
Home Life of New York, said that 
women today can contribute as much as 
men to business life, providing they ac- 
cept responsibilities on a basis of equal- 
ity with them. Speaking on the subject 
“Women’s Place in Business,” Mrs. Mc- 


Mrs. Rustin 
Barnard College, 





RUSTIN McINTOSH 


MRS 


a member of Home Life’s board 
told the that when 
a woman expects preferential treatment, 
she 


Intosh, 
of directors, group 


merely because she is a woman, 
damages her own chances for advance- 
ment and retards the progress of all 


other career women. 

Women 
just as competent in 
said Mrs. McIntosh, and moreover, they 
have certain qualities that put them at 


men. Among them 


they are 
men, 


that 
business as 


have proven 


an advantage over 
she listed greater adaptability and will- 
ingness to change the status quo. In 
addition, Mrs. McIntosh indicated that 
women have inherent qualities of faith- 
fulness and perseverance, and they are 
generally better than men at jobs re- 
quiring close attention to detail. 

Mrs. McIntosh, who in private life is 
the wife of Dr. Rustin McIntosh and 
the mother of five children ranging in 
ages from 13 to 18, told the Home 
Lifers that a career and family life 
“enrich one another.” 

Home Life President William J. 
Cameron introduced Mrs. McIntosh and 
told of her outstanding contribution to 
the field of education. He pointed out 
that Mrs. McIntosh’s life epitomizes the 
successful combination of career and 
family life. Following her talk, Home 
Life women had an opportunity to meet 
Mrs. McIntosh informally at a reception 
in the company lounge. 

Mrs. McIntosh was elected Home 
Life’s first woman director in Decem- 
ber, 1950, 


HEAR JAMES E. RUTHERFORD 

James E. Rutherford, vice president 
of Prudential’s district agencies depart- 
ment, was guest speaker at the October 
joint meeting of the Greater Endicott 
Life Underwriters Association and 
Binghamton Life Underwriters Associa- 
tion at Johnson City, New York. The 
meeting also featured presentation of 
national quality awards to local agents. 








HEARD On The WAY 











American Association of University 
Women, North Shore Branch, Evanston, 
Ill., will hold a panel on “A Woman 
and Her Money,” November 12. 

Speakers will be Mabel Vollmar, pro- 
cashier, Evanston State Bank and Trust 
SO.¢ Dorothy Blender, assistant to the 
president, Commerce Clearing House, 
Inc., and Joy Luidens, secretary, Chi- 
cago Life Underwriters Association. 


David iCalan, Je, Jr., whose father is 
president of American College of Life 
Underwriters, executive director of S. S. 
Huebner Foundation and professor of in- 
surance, Wharton School of University 
of Pennsylvania, has entered life insur- 
ance as a special agent. He is with 
A. C, F. Finkbiner, general agent, North- 
western Mutual Life, Philadelphia. 

Young Dave was graduated from 
Wharton School Jast June, spent last 
Summer in Europe and he starts with 
the Finkbiner agency this month. In his 
insurance career he will have a countless 
number of good wishers. 


In his article on house organs which 
appeared in the 1952 issue of The Gold 
Book, Alan Beck, editor “The Pilot’s 
Log,” published by New England Mutual 
Life, discussed ‘early appearances of 
house organs and mentioned as one of 
the pioneers “The Pelican” which the 
Mutual Benefit Life has been publish- 
ing for half a century. 

Mr. Beck’s article naturally attracted 
considerable attention among the _his- 
torians of the business who _ indicate 
that a span of half a century for pub- 
lishing house organs in the insurance 


business has been exceeded by at least 
two companies. Mr. Beck informs me 
that the oldest house organ published 


in the U nited States by a life insurance 
company is “The Travelers Protection,” 
the first issue of which appeared in 
March, 1805. The John Hancock has 
continuously published a house organ 
for a period of 71 years. 

Springer Publishing Co. has recently 
issued a volume called “Handbook of 
Cardiology for Nurses.” Author is Dr. 
Walter Modell. The book explains the 
scope of Cardio-vascular diseases, symp- 


toms and signs of cardiac disease and its 
J 


course; prognosis of the various ail- 
ments; consideration of modern therapy. 
Public relations for the book is Dick 


Taplinger, 119 West 
Street, New York City. 


Fifty - seventh 


Tom Wallace, famous editor emeritus 
of The Louisville Times, has been hon- 
ored by Woodmen of the World with a 
plaque given for his work in promoting 
friendship between the Americas. It was 
presented in Louisville by Farrar New- 
berry, Omaha, head of the fraternal or- 
ganization. Mr. Wallace played a promi- 
nent role in founding of Inter-American 


LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 














WESTCHESTER COUNTY 


Full time life producer now located 
in White Plains, N. Y., desires general 
agency Westchester 
County. For appointment write: Box 
2129, The Eastern Underwriter, 93-99 
Nassau St., New York 38. 
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Press Association for which work he 
has already received the 1949 Americas’ 
Award. 


Combined Insurance Co. of America, 
Chicago, has challenged the Washington 
National of Evanston to a contest to de- 
termine which organization will have the 
largest percentage of eligible voter em- 
ployes voting on November 4. R. J. 
Wetterlund, president of Washington 
National, accepted the challenge. After a 
conference with W. Clement Stone, pres- 
ident of Combined, the two presidents 
decided that as a penalty for losing, the 





president of the losing company would 
address the employes of the winning 
company. In addition, the winning com- 


pany will be presented with an eng Scand 
plaque. 

All employes are being approached 
prior to the election to determine their 
eligibility and will again be approached 
after the election to determine whether 
or not they voted. It will then be deter- 
mined what percentage of eligible voters 
who are full time employes voted on 
November 4. 

Uncle Francis. 


Broader Lineanal Laws 
Sought in Wisconsin 


Changes to broaden the laws govern- 
ing the investments allowed domestic 
life insurance companies of Wisconsin 
will be proposed to the State Legisla- 
ture with the endorsement of the State 
Insurance Department. The bills have 
already been presented to the Legisla- 
tive Council with an explanatory note 
asserting that Wisconsin insurance com- 
panies want the regulatory laws chi inged 
to enable them to meet investment com- 
petition of other firms in other parts of 
the country which operate under less 
restrictive local laws. 








cost competition. 
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161 WILLIAM STREET 


PREFERRED RISK 
No Concern About Comparisons 
Sell it to your "select" prospects—as little 


as $5,000 if desired. No problem about 


cents per $1,000 (20 year basis including 
dividends—not guaranteed). 


WILLIAM A. ARNOLD, ll, General Agent 
HOWARD D. FONZ, Brokerage Manager 


Age 30, net cost is 33 





NEW YORK 38, N. Y. 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 


Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, IIl. 


76 William St., N. Y. 5, N. Y., 
H 3-7680 











Central Standard Makes 
Ebersol Vice President 


Appointment of Eugene C. Ebersol as 


vice president of Central Standard Life, 
Chicago, has been announced by Presi- 
dent E. H. Henning. Mr. Ebersol was 


promoted to his new post from his office 
agency planning 
major activity in 
and training 


of special consultant in 
and will continue his 
the company’s recruiting 
program 


A native of Wisconsin, Mr. Ebersol 
has been in the life insurance field 
throughout his active business career. 
He was formerly associated with the 
Equitable Society and Lincoln National 
Life in Milwaukee. He is president of 
the Wisconsin State Association of Life 


Underwriters and immediate past presi- 
dent of the Milwaukee Association. He 
director of the Accident and 
Association of Mil 


is also a 

Health Underwriters 

waukee. 
With the 


ard Life into 


entry of the Central Stand- 
Wisconsin recently an- 
nounced, President Henning stated that 
the company now operates in 24 states, 
the District of Columbia, and Hawaii 
He further stated that Mr. Ebersol’s 
initial activity will be devoted to carry- 
ing out an agency expansion program 
in his home state of Wisconsin, in addi- 
tion to his companywide recruiting and 
training responsibilities. 


Canadian penere Awards 


Eleven young students of mathematics 


at five Canadian universities share in 
this year’s actuarial prizes offered an- 
nually by the Canadian Life Insurance 


Officers Association. 

This is the sixth successive year that 
these awards have been made to candi- 
dates writing the preliminary examina 
tions of the Society of Actuaries. Their 
purpose is to encourage students with 
outstanding mathematical ability to pur- 
sue studies in actuarial science that will 


lead to fellowship standing in the so- 
ciety. Such training in a highly tech- 
nical subject generally leads to senior 
positions with life insurance companies. 

Oi the 11 awards made this year, five 


go to students at the University of 
Toronto, two each to Manitoba and 
Laval Universities and one each to 
British Columbia and Queens Univer- 
sities. 
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NEW CURRIER AND IVES BOOK 

It is natural that in such a vocation 
as insurance where so many thousands 
of persons are engaged that there should 
be found among its representatives rare 
talents of an unusually broad nature 
and having a wide appeal. Such talents, 
for instance, as flairs for literature and 
art, or both. 


This fact again became apparent this 
month publication of a 


bor yk, 


edited and compiled by 


through the 
“Currier and Ives’ America,” 
Colin Simkin 
of the Travelers Companies, who long 
has been a Currier and Ives collector. 
This is a de luxe volume containing 
many of the lithographic prints of those 
two artistic and practical geniuses 
Nathaniel Currier who in the 1830's, and 
when 22 years old, established his own 
lithographic business in New York City, 
and James Merritt Ives who later be- 
came his partner. That happy business 
relationship resulted in the publication 
over a period of about half a century 
of an extraordinary series of attractive 
lithographic prints which are still cap- 
turing the imagination and admiration 
of the public. In colors their output 
presented scenes of American every day 
life which with the passing years have 
assumed great importance from a _his- 
toric and educational aspect. 


Using Currier and Ives lithographic 
prints on its calendars the Travelers has 
found these prints so popular that thou- 
sands of Travelers calendars are now 
hung in homes throughout the nation. 
In many homes the Travelers-Currier 
and Ives calendars are the only art work 


seen on the walls. 


Another book of similar historic and 
artistic interest, also beautifully bound 
and having outstanding typography, is 
“As You Pass By,” the illustrated story 
of old New York, based on its voluntary 
fire departments, written and compiled 
by Kenneth editor of the 
“News 


Dunshee, 


Home Insurance. Co.’s From 


Home.” 


George Malcolm-Smith, also with the 
Travelers, has had the distinction of 
writing both a successful novel and the 
script of a Broadway musical show 
“Are You With It.” The latter, based 


on the novel, ran for several months. 








His latest novel, “The Square Peg,” was 
published last spring. 

Prominent, too, in the literary world 
and regarded as the best poet in Amer- 
ica is Wallace Stevens, vice president of 
Hartford Accident & Indemnity. Messrs. 
Simkin, Dunshee and Stevens are only 
three of a number of persons in the 
insurance field who have or are attract- 
ing wide attention in literature, art and 
poetry in fields other than insurance. 


GOVERNMENT COMPETITION 


Chamber of Commerce of the United 
States is authority for the statement 
that while pleading “conservation” and 
“flood control” the Federal Government 
has spent billions of tax dollars to build 
up tremendous marketing areas that 
cover all but the northeastern and north 
central states. The Government, the 
Chamber continues, now controls 20% 
of all electric power used in the United 
States. 

Being tax free and built with tax 
money, Federal power systems can ap- 
electricity more cheaply 
than investor-owned companies. Actu- 


pear to. sell 


ally the consumer pays part of the 
difference in higher taxes to make up 
for the taxes lost on the Federal power 
systems. The rest is paid by taxpayers 
in other parts of the country, though 
they cannot buy Federal power. So, the 
Chamber notes, in the long run the cost 
of Federal power is no less. The differ- 
ence is simply taken from another 
pocket in the taxpayer’s jeans, and from 
another group of taxpayers. 

But private enterprise is hard to lick. 
Despite bitter competition by tax-free, 
Federal power interests, private elec- 
tric utilities will soon be able to provide 
as much electricity as they did on V-] 
Day, 1945. Since that time investor- 
owned companies spent more than $10 
billion to provide electricity for homes, 
stores and factories. The $10 billion 
made possible a 50% boost in electric 
power while rates stayed just about at 
pre-war levels. 

Another $8 billion will be spent by 
private companies between now and 
1954 in adding enough production facili- 
ties and transmission lines to double the 
1945 power output. 
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Left to right—Armand Sommer, executive assistant vice president; L. C. Morrell, 

second vice president; Mrs. Charlotte de Latour, secretary; R. J. Glasgow, execu- 

tive assistant vice president; Lois Turner and Mary Schmitz, secretaries, all of the 
accident and health department, Continental Casualty. 


On October 22, the 2,100 home and 
Chicago branch office employes of the 
Continental Casualty & Assurance Cos., 
Chicago, participated in a contribution 
to their city’s Community Fund cam- 
paign. That day all men and women 
employed in these two major offices of 
the company carried their lunches from 
home, ate at department desks instead 
of away from the office. The lunch 
money so saved they deposited in de- 
partment Community Fund containers, 


as an extra contribution over and above 
what each employe has already given 
to the Red Feather campaign. 

Officers of the company and depart- 
ment heads participated in the program 
along with all other men and women. 
It is estimated that “Bring Your Lunch 
Day” increased employe contributions 
already made by as much as $1,500. The 
total amount was then further supple- 
mented by a substantial contribution to 
the fund by the Continental Cos. 








Left to right—R. D. Hodson and 
John B. McCullough. 


The Zurich-American Insurance Cos. 
were awarded a bronze plaque by the 
National Committee on Films for Safety 
“for producing the best sound slidefilm 
in the field of traffic safety in 1951.” 
Robert D. Hodson, assistant U. S. 
manager of the Zurich, received the 
plaque from John B. McCullough, chair- 
man of the national committee, at the 
National Safety Congress in Chicago 
award-winning film, 


October 21. The 





Alan Kennedy, former assistant to the 
late O. J. Arnold, president, Northwest- 
ern National, and at one time active in 
Life Insurance Advertisers Association, 
is now with the International Milling 
Co., Minneapolis. 

* * * 


John McLaughlin, assistant manager 
in Germany of American International 
Insurance Groups, recently visited Yugo- 
slavia to observe conditions in respect 
to automobile insurance. There he visit- 
ed the AIU office in Trieste with James 


Robertson, claims manager and Mrs. 
Ruddy from Frankfort. 
* * * 


Paul F. Clark, president of the John 
Hancock, will be chairman of the 1953 
Heart Fund campaign, Dr. Lewis M. 
Hurxthal, president of the Massachu- 
setts Heart Association, announces. The 
Heart Fund has a Massachusetts goal 
of $450,000 and will be held during 
February. 

x ok x 

Horace W. Brower, president, Occl- 
dental Life of California, has been 
named chairman of the California Com- 
mittee for the United Defense Fund, 
which supports many Red Feather serv- 
ices for men and women in the Armed 
Forces. 

eS 





“Pattern for Tragedy,” shows how bad 
driving habits form a_ pattern which 
sooner or later will lead to an accident. 
It is one of 60 safety and health edu- 
cation films included in the Zurich- 
American Safety Zone Program—a serv’ 
ice feature for industrial insureds and 
a promotional device for agents. 
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Unveil Christensen Portrait 


Directors of America Fore recently de- 
cided to have a portrait painted of Frank 
A. Christensen, president of the compa- 
nies in that organization — Continental, 
Fidelity - Phenix, Niagara, American 
Eagle and Fidelity & Casualty. To paint 
President Christensen the directors en- 
gaged the services of James McBey, one 
of the most celebrated artists. Previous- 
ly, he had done the portraits of the late 


Left to right—F. A. Christensen, J. Vic- 
tor Herd, Artist McBey and wife. 


3ernard M. Culver, chairman of Amer- 
ica Fore; the late Cecil F. Shallcross, 
United States manager of North Brit- 
ish & Mercantile; E. A. Roberts, presi- 
dent of Fidelity Mutual; M. Albert Lin- 
ton, president, Provident Mutual; Judge 
Arthur T. Vanderbilt, Chief Justice Su- 
preme Court of New Jersey, and after 
whom New York University has named 
its new law. school in Washington 
Square. Furthermore, he painted a num- 
ber of officers or directors of the Han- 
over Bank. 

The Christensen painting was unveiled 
in the directors room of the America 
Fore one afternoon last week in the 
presence of officers of the organization, 
heads of departments, some secretaries 
of leading executives of America Fore, 
and a large number of representatives of 
industry associations in the fire, marine 
and casualty fields. J. Victor Herd, ex- 
ecutive vice president, introduced the 
artist and his wife following applause 
trom those present as they first saw the 
painting after the unveiling. 

Mr. Herd said that the completion of 
the portrait represented the fulfillment 
ot a desire on the part of the directors 
ot America Fore Group to have such a 
painting added to the distinguished gal- 
lery of portraits in the board of direc- 
tors room. Mr. Christensen made a 
short talk in which he graciously ac- 
knowledged the picture, expressed his 








appreciation of the work of the artist 
and cordially greeted those present. 

For years Mr. McBey had a studio in 
MacDougal Alley, a one-block street 
where many artists occupy homes which 
in the horse and buggy days were stables 
of residents of Washington Square. 
Some sittings for the portrait of Mr. 
Christensen were made in the MacDou- 
gal Alley studio. 

The personality of artist McBey is 
somewhat similar to that of the late 
Joe Davidson, who was the world’s most 
famous sculptor, and Karsh, the Ottawa 
photographer, who is currently winning 
great attention because of his picture 
of “men of distinction” currently appear- 
ing in the national magazine advertising 
of Northwestern Mutual Life Insurance 
Co. Davidson worked as do McBey and 
Karsh by putting subjects at ease 
through the influence of an extraordi- 
nary magnetic personality and sparkling 
conversation. 

McBey was the official artist of the 
British Government at General Altenby’s 
headquarters in the Near East during 
World War I. Many of the portraits he 
painted then have since won renown 
and are in great demand from art mu- 
seums and private collectors. The Mc- 
3eys no longer live in Greenwich Village 
but spend most of their time in their two 
homes abroad—one in London and _ the 
other in Tangier, Morocco. Tangier, 
now regarded as one of the most attrac- 
tive places in the world to live, the most 
cosmopolitan of all cities, neutral from 
an internation: ul sté indpoint, a place 
where currency is of greatest value, has 
fewer restrictions of a Government na- 
ture than any of the other famed cities. 
The McBeys left for Tangier soon after 
the unveiling of the Christensen portrait. 

Paintings of former America Fore top 
executives hanging in the board room 
follow: 


William V. Brady, president, 1853 
to 1857. 

George T. Hope, president, 1857 to 
1885, 

Hiram H. Lamport, president, 1885 

1889. 

Francis C. Moore, president, 1889 
to 1903. 


Henry Evans, president, 1903 to 1924. 
Ernest Sturm, chairman, 1924 to 1936. 
3ernard M. Culver, president or 

chairman, 1932 to 1951. 

Frank A. Christensen has been presi- 
dent of America Fore Insurance Group 
since June, 1946. A native of Greenwich, 
Conn., his first insurance experience was 
with London and Lancashire organiza- 
tion in Hartford. During World War I 
he was with the Yankee (26th division). 
After the war he became special agent 
for Automobile Insurance Co. in New 
York State and in 1921 joined America 
Fore as a special agent in Connecticut 
and Western Massachusetts. He was 
transferred to the home office as agency 
superintendent of American Eagle, the 
same year becoming assistant secretary 
of all companies in the group. He was 
advanced to secretary in 1927 and was 
apnointed assistant to the president in 
1931. In following year he was elected 





Frank A. Christensen standing beside his new portrait. 


vice president and 1937 executive vice 
president. He has held many important 
industry positions, including president of 
National Board of Fire Underwriters and 
of Association of Casualty and Surety 
Companies. During World War II he 
was executive vice president of the War 
Damage Corporation. 
1 ke * 


Refuses to Revoke License 


Many Insurance Departments give to 
newspapers about insurance 
agents having their licenses revoked. J. 
Edward Day, Illinois Director of Insur- 
ance, has given publicity to a case where 
he refused to revoke the agent’s and 
broker’s licenses of an agent. This agent 
is Charles H. Lyons of Decatur against 
whom a complaint had been filed for 
alleged owing of unearned insurance pre- 
miums to another agent, under a con- 
tract of employment. Day’s news an- 
nouncement in this case follows: 

“Day’s order resulted from extended 
investigations and a hearing based upon 
complaints held before the insurance de- 
partment. 

“By law, a license may be revoked 
where an agent or broker misappropri- 
ates or illegally withholds money re- 
quired to be held in a fiduciary capacity, 
or insurance premiums overdue by more 
than 90 days. The alleged debt in this 
case, Day held, did not arise from either 
cause, 

“‘The legislature did not commission 
the Department of Insurance to act as a 
collection agency to collect all moneys 
allegedly due one agent from another,’ 
Day stated, ‘and attempts to pressurize 
it into that position should be resisted.’ ” 

co eS 


Great Currier & Ives Book 


stories 


For some years Colin Simkin, assistant 
manager of the public information and 
advertising department of the Travelers 
Insurance Companies, ‘has been such a 
student of the art works of Currier & 
Ives and has become such an authority 
on the subject that he has edited a pano- 
rama of these lithographic prints which 
has now been published. It is a most im- 
pressive publication offering 80 full color 
prints of these great art works depicting 
human interest scenes of American life. 


An unusually large volume, 12 inches by 
16 inches, the volume is so bound that 
the individual prints can be taken out 
and framed. 

The period covered by Currier and 
Ives ranges over a half a century, start- 
ing with the year 1830. Incident: ally, Mr. 
Simkin has long been a Currier & Ives 
collector and since 1936 has directed the 
production of the Travelers annual Cur- 
rier and Ives calendars, an idea which 





COLIN SIMKIN 


he originated and he has also been given 
much credit for the intense revival of 
interest in lithographic prints. 

Currier and Ives productions give an 
insight into the American scene over this 
half century which can be found in no 
other place. They are not only of great 
value to historians of the American 
mores but hold the interest of children. 
These lithographic artists never lost sight 
of news angles. Their work depicts the 
conflagrations of Chicago, Boston, New 
York, Pittsburgh and St. Louis; burning 
or wrecking of ships, horse races, steam- 
boat races, rowing matches, yacht races 

(Continued on Page 34) 
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Backs Legislation in 
Commission Problem 


EUA OPINION IS EXPRESSED 
Also Application to Rate Level Formulae 
Considered; Views Referred to In- 
surance Executives Association 

The Eastern Underwriters Association 
at its mid-year meeting held in June, 
directed that the separate committee to 
study commissions be authorized to im- 
mediately undertake an exhaustive ex- 
ploration of all facets of the commission 
problem and report any recommendation 
to the executive committee, and that a 
special meeting of the membership be 
convened before the annual meeting in 
December to consider such report and 
recommendation. 

In keeping with that directive, the 
separate committee reviewed the gen- 
eral history and background from 1866 
to date, commission practices in other 
classes of insurance, including life, pres- 
ent legislation affecting commissions in 
Louisiana, Mississippi and New Jersey, 
the various comments recorded in the 
proceedings of the National Association 
of Insurance Commissioners, including 
the complete report on “Commission 
Costs of Insurance” recorded in the 1930 
proceedings of that association. 


Kaplan Report Studied 


Consideration was also given to a 
memorandum on the subject of regula- 
tion of maximum reasonable commis- 
sions prepared by Counsel Abraham 
Kaplan, plus other pertinent data. 

The separate committee reported its 
findings with a recommendation to the 
executive committee of the EUA, which 
committee thereupon called a_ special 
meeting of the membership held in New 
York City, October 28. 

The executive committee’s recommen- 
dation was reviewed by the membership 
at this well-attended meeting, and the 
association expressed the opinion that 
the problem of commissions may be re- 
solved through additional legislation at 
state levels or through application to 
rate level formulae, and this opinion was 
referred to the Insurance Executives As- 
sociation with the request that it be 
explored with other company organiza- 
tions. 


At Roosevelt Nov. 7 


Insurance Post No. 1081 of the Ameri- 
can Legion will hold its 20th annual en- 
tertainment and dance at the Hotel 
Roosevelt in New York on the evening 
of November 7. Dancing will be to the 
music of Jimmy Lanin and his band 
with entertainment being furnished by 
many well known persons. 

Funds from the ball will be used for 
sending children to camp and to Boy’s 
and Girl’s State, plus many other chari- 
table and welfare works. Howard A. 
Kochendorfer, first vice commander and 
chairman of this year’s ball committee, 
expects this dance to be the largest in 
the history of the post. 


Lanning Chief Underwriter 


For Reinsurance Companies 

Milton V. Lanning has been appointed 
chief underwriter for the combined op- 
erations of the Prudential of Great 
Britain, Skandia Insurance Co. and the 
Hudson, as announced by J. A. Munro, 
president. These companies are engaged 
in the reinsurance of fire and allied 
lines, with offices at 90 John Street, 
New York. 

Mr. Lanning is a graduate of Blair 


AD ON FREE ENTERPRISE 


Nerth America Advertising in Saturday 
Evening Post Stresses Opposition 
to Government in Business 

North America Companies are dis- 
tributing to all their agents, employes 
and stockholders, a pamphlet explain- 
ing the reasons behind the companies’ 
current public relations advertising pro- 
gram. In a message printed as part of 
the pamphlet, John A. Diemand, presi- 
dent of the North America Companies, 
states: 

“The management of the North Amer- 
ica Companies believes with deep con- 
viction that there are certain fundamen- 
tal principles which helped this country 
prosper. The attention of our nation is 
being focused on its material and 
spiritual well-being. 

“Therefore, in addition to our regular 
schedule of advertising which directly 
supports insurance agency business, our 
companies are publishing a series of 
advertisements restating principles they 
embrace. 

“The newest statement will be pub- 
lished in the November 1 issue of the 
Saturday Evening Post. 

“Its theme is that human dignity is 
an indispensable part of a free society, 
that privately arranged insurance pro- 
motes and protects human dignity by 
offering personal freedom of choice and 
independence despite the economic 
shock of cruel circumstance. 

“A basic principle of the North Amer- 
ica since its founding in 1792 is that no 
government should presume to under- 
take tasks or functions which citizens 
who fulfill their responsibilities can per- 
form as well or better on their own 
initiative.” 

The current North America advertise- 
ment is illustrated with a four-color 
portrait of General Walter Stewart, 
Revolutionary War patriot and friend 
of George Washington, who was chair- 
man of the stockholders’ meeting that 
organized the company. General Stew- 
art served as a director of the company 
from 1792 until 1796. 





Academy and Amherst College. He was 
formerly supervising underwriter of the 
Excelsior of Syracuse, N. Y., and prior 
to that was associated with the Hart- 
ford Accident & Indemnity and with 
the Loyalty Group of Newark, N. J., in 
an underwriting capacity.- His experi- 
ence encompasses fire, automobile and 
inland marine. 


McCullough Talk 


(Continued from Page 1) 


and arduous to split the extended cov- 
erage premium down into its component 
perils of wind, explosion, aircraft, riot, 
and smoke, or to split the additional ex- 
tended coverage endorsement into vari- 
ous premium amounts for vandalism, 
malicious mischief, water damage, glass, 
boiler and so on, we feel that there are 
substantial advantages in not making 
any division of premium on the home- 
owners’ contract into the various com- 
ponents of fire, extended coverage, theft 
and liability. The companies in our 
group, therefore, propose to record all 
multiple line contracts of the single 
premium type on a single line of the 
annual statement. 

“We feel also that recording of losses 
should follow the recording of premium. 
This is not to say, however, that we 
should make no attempt to keep track 
of losses by cause, and accordingly, we 
have made adequate provision in the 
statistical code for recording the peril 
and coverage producing the loss, not for 
use in the annual statement, but for use 
in form revisions and rate revisions and 
for guidance of underwriters. 


Third Party Liability 


“Quite a few people have questioned 
us as to possible accounting difficulties 
that arise through combination of third 
party liability coverages with physical 
damage coverages such as fire and theft 
in a single premium contract. Some 
have suggested that such a contract re- 
quires underwriting three times—once 
by fire people, once by the burglary 
department, and finally by the liability 
section. It has even been suggested 
that perhaps we should develop a race 
of underwriters with three heads. 

“T can readily concede that combining 
physical damage coverages with liability 
might pose some serious problems in 
the field of commercial risks where 
there are special hazards due to the 
peculiar nature of the firm’s operations 
and where there are peculiar problems 
in regard to products liability, non- 
owned automobiles, contract liability, 
etc. I imagine that we will learn quite 
a bit about the nature of such problems 
from the composite rating program in 
use by the casualty bureaus where both 
physical damage and liability coverages 
are combined at a single rate and single 
exposure basis. 

“Our only effort in the field of com- 
bining liability and physical damage has 
been in the dwelling field, and here we 
cannot find anyone who is so pessimis- 
tic as to suggest that such a contract 
as we have introduced requires separate 
underwriting by the fire, burglary and 
liability departments. Some companies 
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feel that it requires no case-by-case yn- 
derwriting for the great bulk of risks.” 
Mr. McCullough stated. ¢ 

“As to accounting problems, one of 
the favorite questions is: ‘What about 
Schedule P?’ Since the contract pro- 
vides coverage for bodily injury lia- 
bility, is the premium subject in ‘whole 
or in part to Schedule P treatment? ] 
can readily concede that in the future 
contracts may be developed where lia. 
bility coverage is so large in relation to 
total protection afforded that if the 
arbitrary formula of Schedule P is to 
have any meaning, some or all of the 
premium on such a contract should be 
included in the schedule. In the case 
of homeowners’ contracts, however, it js 
our feeling that the contract is mainly 
one insuring against physical damage 
The cost of the liability coverage as 
compared with the total is picayune. 

“When we consider that the liability 
coverage, being equivalent to compre- 
hensive personal liability, includes prop- 
erty damage liability and medical pay- 
ments, neither of which are, strictly 
speaking, Schedule P coverages, the re- 
siduum of bodily injury liability or 60% 
thereof on a policy which is just get- 
ting started is simply not worth bother- 
ing about. Inclusion of any portion of 
the homeowners’ premium in Schedule 
P will, we feel, simply muddy up what- 
ever data is now produced by Schedule 
P for the lines of business that the 
schedule was originally intended to 
cover. 

“In this connection perhaps now is 
the time to again urge that serious con- 
sideration should be given to extensive 
revision (and perhaps decent interment) 
of Schedule P. Formula reserves have 
a definite place in the field of insurance 
and there is a large field for working 
out an integrated program that will ac- 
complish the purpose of laying up in 
good times funds to pay losses in hard 
times and in the event of catastrophes. 

“To get the most out of such a pur- 
pose it seems we should consider more 
than just a couple of lines of business, 
and whatever we do should be tied in 
with the necessary income tax revisions 
so that tax collections will not defeat 
the purpose of formula reserves. 

“However, as to Schedule P and its 
particular formula, I think that most 
of you will agree that it produces cer- 
tain distortions, is unequal in its appli- 
cation as between types of carriers, and 
it is little aid to solvency. Perhaps the 
time has come to amend the Schedule 
P laws to permit a discretionary change 
in the reserve requirements,’ Mr. Mc- 
Cullough suggested. 


Premium Tax Problems 


“Another difficulty that comes about 
in multiple line packages is the question 
of premium taxes where the rate as 
between fire and casualty is different. 
For our part we recognize that prob- 
ably the only permanent solution is re- 
vision of the tax laws to equalize tax 
rates between fire and casualty and 
also, between fire and casualty insurers 
in states where tax is by type of in- 
surer rather than by type of contract. 
Such a revision of tax laws is being 
attempted by Commissioner Lange in 
Wisconsin. Until such permanent revi- 
sion comes about it is quite possible 
that an interim method will have to be 
used in certain states. Perhaps some 
sort of formula approach such as has 
been worked out in the inland marine 
and automobile physical damage fields 
can be used. 

“There is one aspect of multiple line 
underwriting which will probably be a 
bitter pill to numerous accounting de- 
partments. The grouping of a number 
of coverages in a_ single document, 
whether of the schedule type or the in- 
divisible premium type, creates a large 
premium, all coming due on a single 
date. The packaging operation prevents 
the use of separate policies as a means 
of budgeting premiums over a consider- 
able period. In order to overcome the 
sales problem represented by the single 
large premium most of us have con- 
cluded that multiple line underwriting 
must inevitably bring a wider use of 
installment premium devices.” 
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Pearl U. S. Branch 25 Years Old 





Company Entered United States At Time This Nation’s Economy Was Experiencing 
Depression; Two Of Its Affiliates Are Eureka-Security Fire And 
Marine And Monarch Fire; D. J. Cowie, U. S. Manager 


By CLarENcE AXMAN 


The Pearl Assurance Co., Ltd., one of 
the leading companies in Great B ritain, 
js observing its 25th anniversary of 
business operations in this country. 
Affiliates of the United States branch 
of the Pearl are Eureka-Security Fire 
& Marine and Monarch Fire. Assets of 
the United States branch of the Pearl 
at end of last year were in excess of 
$19,000,000. Assets of Eureka-Security 
were $14,228,000 and of Monarch Fire 
were $5,140,000. 

Chief officers of the U. branch of 
the Pearl are D. J. Cowie, U. S. man- 
ager; Vincent L. Gallagher, deputy 
U. S. manager; H. K. Jarvis, assistant 
d manager and branch secretary; 
3. B. Weaver, B. J. Oswald, assistant 
U. S. managers; David A. Barry, man- 
ager of Pacific Coast department and 
vice president of the affiliated compa- 
nies, and Robert Fisher, financial secre- 
tary and treasurer of the affiliates. 

Entered U. S. During Critical 
Economic Status of Nation 

When the Pearl decided to establish 
a branch in the United States its orig- 
inal thought was simply to establish 
another branch and add one more to its 
operating offices which are established 
in various parts of the world, but time 
and circumstances altered this plan. Its 
first operations in America were in the 
fire reinsurance business. At the time of 
the stock market crash of 1929 it was 
operating on this basis under the man- 
agement of the London & Lancashire 
at Hartford. In May, 1932, when the 
country’s economy was in a critical 
state and when world confidence in the 
dollar was at its lowest ebb, the Pearl 
discontinued its reinsurance arrange- 
ments and began to write direct busi- 
ness in the United States. 

The Pearl’s directors showed their 
confidence in this country by remitting 
several millions of dollars to the U. S. 
branch to encourage rapid expansion 
and to finance its growth. 

Buys Eureka-Security and Monarch Fire 

At the start, the U. S. branch had 
only seven employes and _ operated 
through brokers, but it soon began to 
seek agents to represent it in various 


The Worldwide Income 
Of Pearl Group 


The worldwide gross income of the 
Pearl Assurance organization last 
year amounted to approximately £38,- 
000,000 of which £30,000,000 was pre- 
mium income. Its total consolidated 
assets at end of 1951 were in excess 
of £200,000,000. 

Of the increase last year of £2%4 
million in the company’s investment 
in property about half was purchases 
of existing properties. The remainder 
represents the Pearl’s substantial par- 
ticipation in the rebuilding programs 
for the business centers of some 
well-known cities which had suffered 
particularly heavy damage by bomb- 
ing during the war. The opportunity 
to combine attractive capital invest- 
ment with material assistance in the 
economic rehabilitation of these im- 
portant centers was particularly grat- 
ifying to the Pearl management and 
is widely appreciated by the cities 
concerned. 














parts of the country. In April, 1934, 

purchased the Eureka-Security, whose 
headquarters were in Cincinnati and 
which had been founded in 1864 by 
Captain Kyle, an Ohio River steamboat 


Some Top Executives of Pearl in 





interesting to note the inauspicious 
start of the company. It had its origin 
in 1864 when it was registered with the 
Registrar of Friendly Societies as the 
Pearl Life Assurance Association and 


United States 





a 





Left to right—Robert Fisher, B. B. Weaver, D. J. Cowie, V. L. Gallagher, B. J. 
Oswald. Pictures of H. K. Jarvis and D. A. Barry, not in New York when above 
group picture was taken, are printed on another page. 


man, with the main objective of insur- 
ing cargoes on the Ohio and Mississippi 
rivers. At the time Pearl took it over 
the Eureka had assets of less than 
$3,500,000. 

In 1934 the Pearl became associated 
with the Monarch Fire of Cleveland, 
which had been founded at an unpropi- 
tious time—just a few weeks before the 
stock market crash. The abrupt decline 
in security values soon threatened the 
existence of the new company. The 
Pearl came to its rescue in 1933 by 
arranging to assume 75% of Monarch’s 
existing and future business. This ar- 
rangement stabilized Monarch’s opera- 
tions and relieved its most severe prob- 
lems. Then, in 1934, to improve its com- 
petitive position, 100,000 shares of its 
stock were purchased by Pearl, and 
Monarch became part of Pearl-Ameri- 
can group. 

While Monarch and Eureka continued 
to function as independent corporations, 
under the unified direction of the Pearl- 
American Group, Pearl further expanded 
its agency organization throughout the 
country. Branch offices were soon 
opened up for the group in San Fran- 
cisco, Philadelphia and Chicago for pur- 
poses of servicing Pacific Coast, South- 
ern, Central and Western states. 

At the present time the Group has 
more than 5,000 agents in 45 of the 48 
states. Among these agents are many 
of the men and women who are most 
prominent in agency affairs and who 
contribute substantially to the welfare 
of the American Agency System. 


History of Pearl 


In view of the present international 
picture of the Pearl with its extensive 
operations in so many countries it is 


Sick Benefit Society. At first it did only 
a small loan business. The first quarters 
were in a single room on the top floor 
of a dwelling, the original agents being 
the directors. They spent part of their 
days canvassing and their evenings writ- 
ing policies and doing other duties at 
the “home office.” 

Despite these limited operations the 
company began to be successful as what 
it was really doing was pioneering in 
Industrial life insurance, which brought 
the benefits of insurance to people of 
moderate means and who _ previously 
were unable to buy life insurance. In 
May, 1870, the company was obliged to 
move to larger quarters, its staff then 
including 23 full time agents, 19 part- 
time agents, 11 canvassers, four clerks 
and an office boy, George Shrubsall, 
who worked his way up to be the third 
managing director and eventually presi- 
dent of the company. By 1878 the Pearl 
became the second largest company in 
its field in England. It was able to take 
over the South of England Mutual 
Benefit Friendly Society in 1901 and 
the London, Edinburgh & Glasgow As- 
surance Co. in 1910. It continued enlarg- 
ing its home office facilities and eventu- 
ally purchased the site in High Holborn, 
London, where its large home office 
building is now located. The company 
had so grown by the time of the first 
World War that 7,000 Pearl staff mem- 
bers fought in the conflict; 435 of them 
being killed. 

In 1919, with permanent peace in the 
world seemingly assured, the company 
decided to enlarge its business. Up to 
that time, in addition to life, it had 
written only accident and employers’ 
liability. It established also a fire and 
general branch and the net premium of 





that branch for the first year was 
£68,000 as compared with £4,378,000 in 
1951. 

Wherever possible the Pearl employs 
local citizens so that its staff includes 
almost as many races and nationalities 
as the United Nations. Some nations 
demand deposits of assets that would 
cripple a lesser company. Everywhere 
there are confusions of currency when 
there are not restrictions and com- 
plicated problems of taxation. Always 
there are records and documents in a 
variety of languages, drawn to conform 
to the specialized legal codes developed 
in each country. Political, social and 
economic developments and the impact 
of new inventions and new applications 
of science must not only be met, but, 
wherever possible, foreseen. 

With spectacular growth both at home 
and abroad, the Pearl’s funds had passed 
the £100,000,000 mark by 1938. 

How Head Office Records Were 

Protected in World War Bombing 


When World War II came along the 
Pearl hired additional women to replace 
the chief office employes liable for im- 
mediate call, and well before September 
3, 1939, when the eo ge peace could 
no longer be maintained, a comprehen- 
sive air raid precautions helene had 
been organized and was ready to be 
put into action at a moment’s notice. 
Squads had been formed from members 
of the chief office staff, trained in all 


phases of air raid precautions work 
and suitably equipped. 
A building was purchased at Acton, 


England, to which a large part of the 
stationery and stores department was 
transferred, and in the basement space 
thus made available at the home office, 
an air raid shelter was constructed to 
accommodate 1,400 persons. 

Copies of ledger accounts and impor- 
tant documents were sent to the west 
of England, a country mansion near 
Crawley, Sussex, was acquired and 
equipped with files, records and ma- 
chines for the preparation of renewals 
and valuation records. Arrangements 
were made for area offices to be opened 
at Bristol, Northampton, Leominster, 
Southport and Carlisle, and area con- 
trollers were appointed with powers to 
draw checks and settle claims without 
reference to London. 

Everything was done to make each 
area office a_ self-contained unit, and 
other locations were added as the war 
progressed. Special measures were also 
taken to make certain that the com 
pany’s branches overseas would be able 
to carry on in the event of a_ break- 
down in communications. 

Progress During War Years 

3y the end of 1942 the Luftwaffe ap- 
peared to have been beaten off and the 
area offices were closed and headquar- 
ters moved back to London, except the 
fire branch. However, the danger was 
actually far from passed. The staff, lit- 
tle more than half its prewar size, not 
only worked at high pressure for longer 
hours with shorter holidays, but was 
exposed to the added strain of the fly- 
ing bombs and rockets which the Nazis 
introduced in 1944. 

he head office suffered only blast 
damage, although the surrounding area 
was hit heavily, and 11 district offices 
in other parts of the country were com- 
(Continued on Page 20) 
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Careers of Chief Executives of 
Pearl-American Group in the U. S. 


D. J. Cowie, United States manager 
of the Pearl Assurance and chairman 
and president of its two affiliated com- 
Eureka-Security and Monarch 
Fire—joined the Pearl in London in 
1923. His first duties were in the life 
department as an actuary. He is a 
Fellow of the British Institute of Ac- 
tuaries and is an associate in the Amer- 
ican Society of Actuaries. 

Mr. Cowie was assigned 


panies 


to the fire 


DAVID A. BAR 


department of the Pearl in 1933 and 
in December of that year was trans- 
ferred to the United States branch in 
New York, later being appointed invest- 
ment manager. He became branch 
retary in February, 1940, and in the 
same year was elected treasurer of 
Eureka-Security and Monarch, also be- 
ing a director. His appointment as 
United States manager was in June, 


1945. 


SeC- 


Gallagher, Jarvis, Barry 
United 
born in 


Gallagher, deputy 
Pearl, was 


Vincent L. 
States manager ot 





. ] Ty 
Pearl in War Years 
(Continued from Page 19) 
pletely or partially destroyed. 

During the war years the company’s 
progress was maintained despite all dif- 
ficulties and the substantial contribution 
to national defense. Total premium in- 
come expanded from £16,000,000 in 1938 
to more than £25,000,000 in 1948, and 
the funds increased in that period by 
almost £65,000,000. 


U. S. Branch Has 500 Office Employes 


branch of the 
companies has 
most of whom are 
are 100 in San 
supervising the 
Pacific 


States 
affiliated 


The United 
Pearl with its 
500 office employes, 
in New York, but there 
Francisco branch office 
business in nine states of the 
Coast department under David A. Barry, 
Pacific Coast manager and vice presi- 
dent of the affiliated. For employes the 
company has a Group hospitalization in- 
plan, a retirement plan, and a 
Group life insurance plan. As soon as 
the probationary period is over 
employe receives a life insurance policy 
with a minimum value of $3,000, increas- 
ing to a maximum of $10,000. 

The United States branch of the Pearl 
Group pays about 50,000 losses of vari- 
ous types each year. One of the largest 
November 25, 1950, as a result 
of the Eastern Coast windstorm. That 
hurricane resulted in the Pearl paying 
17,000 losses for $1,500,000. 


surance 


each 


Was on 


Dansville, N. Y., and was son of the 
late Thomas E. Gallagher, one of the 
most highly esteemed of managers of 
western departments of fire companies. 
Educated at Xavier University, Cincin- 
nati, Armour Institute of Technology, 
Chicago, and Massachusetts Institute of 
Technology, Cambridge, Mass., Vincent 
is Gallagher, has degrees of A.B. and 
S.B. His insurance career began with 
Aetna Insurance Co. of Hartford and 


HAROLD kK. JARVIS 


officer of America 
October 1, 1935, 


later he became an 
Fore Companies. On 
he was made western manager for 
Pearl-American Group. In 1938 he was 
appointed assistant United States mana- 
ger for Pearl and vice president of its 
subsidiary companies, and in 1952 to his 
present positions. 

Harold K. Jarvis, assistant United 
States manager and branch secretary of 
the Pearl and vice president of its sub- 
sidiary companies, born in Bedford, 
Ohio, attended Fenn College where he 
majored in accounting. He joined 
Monarch Fire in Cleveland shortly after 
its incorporation in March, 1930, and 
worked in a number of departments. 
He was transferred to the New York 
office of the Pearl-American Group in 
1936 and became joint chief accountant 
of the Pearl in 1941 and assistant treas- 
urer of the subsidiary companies. In 
1945 he was appointed branch secretary 
of the Pearl and treasurer of the two 
subsidiary companies. Four years later 
he became secretary of Monarch and 
Eureka-Security. He is an executive 
committeeman of Insurance Accountants 
Association where he has been active 
in development of uniform practices. 

David A. Barry, 
and a graduate of 
Francisco, entered insurance in 1910 as 
assistant cashier for the California, la- 
ter becoming a special agent for Vulcan 
Fire. After serving as an officer in first 
World War he became a special agent 
for Phoenix Assurance in northern Cali- 
fornia and in 1921 joined Fidelity- 
Phenix as a special agent. In 1924 he 
opened the fire department of Swett 
and Crawford general agency and in 
1934 was appointed assistant Pacific 
Coast manager for  Pearl-American 
Group. On January 1, 1939, he was made 
Pacific Coast manager and in March, 
1949, was also named assistant vice 
president of the subsidiary companies. 
He became vice president this year. 
In a recent charitable campaign he 
helped raise $1,250,000 for Hanna Center 
for boys at Sonoma, Cal. 

Weaver, Oswald, Fisher 


Benjamin B. Weaver, assistant U. S. 


born in San Francisco 
University of San 


manager of the Pearl and vice president 
of the affiliates, who was born in Wilson, 

C., was originally associated with 
South-Eastern Underwriters and then in 
1911 joined National Union where he 
served successively as an examiner, spe- 
cial agent, agency superintendent and 
assistant secretary. Next, he joined Na- 
tional Liberty as assistant secretary, la- 
ter becoming secretary, vice president 
and a director. He joined Pearl-Ameri- 
can Group in 1935 as assistant manager 

f Middle and Southern departments in 
Philadelphia, becoming manager of that 
office in 1948. With the consolidation 
of the Philadelphia office with the New 
York office of the company he was 
transferred to New York in September, 
1949, subsequently being elected as- 
sistant vice president of Eureka-Security 
and Monarch. 

B. J. Oswald, assistant United States 
manager of the Pearl and vice president 
of the affiliates, a native of Iowa, was 
educated at St. Mary’s College, Du- 
buque, Ia. He entered insurance in 1920 





with Dubuque F, & M. and in 1935 
became vice president of National Re. 
serve and in 1939 vice president and sec- 
retary of Dubuque F. & M. In 1945 he 
joined Pearl-American Group, his posi- 
tion being as underwriting secretary for 
the Pearl and he became assistant vice 
president of the subsidiary companies jn 
1948. 

Robert Fisher, chief financial officer 
of Pearl-American Group, and treasurer 
of the Monarch and Eureka- Security, is 
a native of Edinburgh and a gr: iduate 
of Oxford. He was a Commonvwealth 
Fund Fellow at Yale and Columbia in 
1920 to 1929 and subsequently did in- 
vestment work in London, Edinburgh 
and Hartford, Conn. During World War 
IT he was in the British Ministry of 
Economic Warfare where his assign- 
ments took him to London, New York 
and Washington. In 1945 Mr. Fisher 
joined Pearl-American Group as finan- 
cial secretary of the Pearl and subse- 
quently he was elected treasurer of the 
Kureka-Security and the Monarch Fire. 





Must Prove Damage Was Caused by 
Insured Peril New York Court Holds 


In a recent case tried before Justice 
Carroll G. Walter in the Supreme Court 
of New York held in the County of New 
York, the judge, in dismissing an action 
upon a policy of insurance, declared 
that he was unable to determine the 
extent to which the casualty insured 
against damaged the property. 

Action was by one Abraham M. Per- 
kus as assignee of Muriel C. Pansy, 
claimed owner of coal bins and coal 
pockets located at 157th Street between 
Eighth Avenue and Harlem River, in 
the City of New York, upon land owned 
by the city, who held policies of insur- 
ance in the Scottish Union & National, 
National Union Fire of Pittsburgh, 
Massachusetts Fire and Marine, Home 
Fire and Marine and World Fire and 
Marine, covering among other things, 
against the peril of windstorm. It was 
claimed by the plaintiff that as a result 
of the windstorm of November 25, 1950, 
the coal pockets and bins were damaged. 

Big Factor of Depreciation 

It was contended by the insurance 
companies-defendants that the structure 
buili of wood had depreciated consid- 
erably prior to the windstorm, was not 
in use and that some of the wooden 
posts supporting the structure had _ rot- 
ted at the base thereof. In addition it 
was shown by photographs and the tes- 
timoney of witnesses that the piling 
supporting the bulkhead on which a 
portion of the structure stood had rot- 
ted, thereby causing the entire struc- 
ture to subside. 

While the original claim was for 
$3,908, upon the trial by amendment the 
claim was increased to a sum in excess 
of $5,000. An expert for the plaintiff 
testified that in his opinion the damage 
was occasioned by the windstorm but 
admitted that a certain amount of sub- 
sidence must necessarily have taken 
place prior to the windstorm. He fur- 
ther admitted that in his opinion the 
structure was at least 50 years old. 

No proof was established by the plain- 
tiff segregating the pure windstorm 
from the damage to the structure which 
had been due to normal depreciation and 
the elements. 

On a motion in behalf of the insur- 
ance companies to dismiss the court 
was met with the question of proof of 
extent of damage due to the peril in- 
sured against as distinguished from 
damage to the property produced by 
other causes such as wear and _ tear, 
depreciation, the elements, etc. The 
court was met particularly with the 
rule of law established in the case of 
Donato v. Granite State Fire Insurance 
Co., 249 App. Div. 819, in which the 
court ste ited, among other things: 

“Upon the new trial it will be incum- 
bent upon the plaintiff to furnish an 
adequate basis for the segregation of 


the recoverable damage by fire from 
that caused by the preceding explosion, 
if it be found on the new trial that 
such explosion did precede the fire.” 
by a similar holding in the ca 
v. U. S. Fidelity & Guar- 

App. Div. 615, in which 
the court stated: “The final result of 
such proof before he may be awarded 
damages, must be such as to establish 
in the minds of the jury a reasonable 
certainty that damages he is awarded 
by the jury flow naturally from the 
cause of action established under the 
policy of coverage. 

Upon the conclusion of the 
insurance companies’ counsel's motion 
to dismiss was granted. The court 
stated in conjunctions with the granting 
of the motion to dismiss, the follow- 
ing: 


Also, 
ot Sogardus 
anty Co., 269 


trial the 


Impossible to Fix Correct Sum 

“Although direct evidence is lacking, 
the circumstances probably justify an 
inference that the windstorm in fact hit 
this particular property and damaged 
it. Even with that inference, however, 
1 think the plaintiff’s case must fail be- 
cause the evidence is too vague and 
sketchy to support a finding as to the 
extent of the damage, and it hence is 
impossible to fix the sum to be recov- 
As the compl int hence must be 
failure of proof as to the 
damage, it is unnecessary 
question of whether or 
not there is a further fatal defect in 
plaintiff’s failure to prove insurable in- 
terest. The complaint, accordingly, must 
be and is dismissed.” 

Plaintiff was represented by Spencer 
Pinkham of the firm of Colton & Pink- 
Defendants-insurance companies 
represented by L. C. Dameron as 
adjuster. On the trial they were repre- 
sented by David A. Ticktin of the firm 
of Powers Kaplan & Berger, attorneys. 


ered. 
dismissed for 
extent of the 
to consider the 


ham. 
were 


New Reinsurance Regulation 
Promulgated by New York 


A new regulation relating to reinsur- 
ance agreements has been ~ promulgated 
by Superintendent of Insurance Alfre 
J. Bohlinger of New York. 

The new regulation, which supersedes 
former Regulation 17, requires that re- 
insurance made, ceded, renewed or be- 
coming effective after September 1, 1952, 
shall be payable to the liquidator oF 
receiver in the event of insolvency ! 
credit for such reinsurance is to be given 
to the ceding insurer. 

The new ‘regulation is similar to the 
regulation it replaces. However, it has 
been broadened to reflect the amendment 
of Section 77 (1) of the Insurance Law 
which was enacted by the 1952 Legisla- 
ture. 
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WOODWARD MASS. PRESIDENT 


Elected New President of Agents Assn.; 
England and Sheldon Stress Criti- 
cal Auto Problems 
F. H. Woodward of Lynn was elected 
presi dent of the Massachusetts Associa- 
tion of Insurance Agents at the annual 
meeting in Boston last week. Other of- 
ficers are R. G. Dowling, Hyannis, and 
Frank Mills, Worcester, vice presidents; 
J. Theodore Burke, executive secretary, 
and A. B. Fair, Natick, national director. 
Sharp restrictions in automobile un- 
derwriting is the chief problem of 
Massachusetts agents who hope the com- 
panies will cease getting out of agen- 
cies and in other ways curtailing their 
underwriting of liability lines. Retiring 
President Frederick J. England, Cam- 
bridge, feels that a solution to the auto- 
mobile problem will be found, although 
none is as yet in sight. He stressed 
the desperate situation facing the casu- 

alty business in Massachusetts. 

The two cures that could most effec- 
tively combat the current headache in 
the automobile lines are adequate rates 
and an informed public, said Walter M. 
Sheldon, president of the National As- 
sociation of Insurance Agents. “Let’s 
stop apologizing for rate increases. Show 
your customers where costs for automo- 
bile insurance have not kept pace with 
the costs to repair a car, or with the 
hospital and medical expenses, or with 
ae bodily injury or death awards. 

‘alling the underwriting and han- 
dling of the auto lines the “number one 
headache” of most agents because the 
line accounts for the largest premium 
volume in most agencies, Mr. Sheldon 
warned that with losses on compensation 
and general liability lines rapidly ap- 
proaching the automobile loss ratio, the 
outlook is that the headache will get 
worse before there is improvement. 

Hope was voiced by Mr. Sheldon that 
there will shortly be a meeting of minds 
between the two schools of thought in 
underwriting circles concerning the type 
of multiple peril policy that can be is- 
sued. He voiced the fear that continued 
conflict on this point would increase the 
chance of confusion and retard the ad- 
vancement of multiple peril underwrit- 
ing to the buyer’s detriment. 


Agency Accountants to 
Meet on November 13 


The Association of Insurance Agency 
Accountants of New York City will 
meet at noon Thursday, November 13, 
at De Palma’s Restaurant. The subject 
for discussion will be premium financing. 
Panel guests will be George R. Dailey 
of the St. Paul Companies and F. H. 
Calquhoun of the American Casualty. 
The subject will be developed from both 
the fire and casualty viewpoint. 

Those planning to attend are urged 
to make reservations through Eugene 
Eifert, Beekman 3-1140 or Lee M. Seff, 
Murray Hill 5-8520. 





Excelsior Regional 


Meetings in New York 

“Let’s Get Better Acquainted” proved 
successful to Excelsior agents in subur- 
ban New York and home office person- 
nel during two regional meetings held 
in the territory. Forrest H. Witmeyer, 
president of Excelsior of New York, at 
Syracuse, headed a home office delega- 
tion who were privileged to meet for 
the first time, many agents who have 
helped in the development of this terri- 
tory. Meetings were under the super- 
vision of Alfred C. Sinn, chairman of 
the planning and production committee 
ot Excelsior, and Walter F. Ficke, state 
agent. 

The South Shore Yacht Club, Free- 
port, N. Y., was scene for the first 
meeting and the Tappan Hill Restau- 
rant, Tarrytown, the second. 





Maryland Casualty 
Joins New York Board 


The Maryland Casualty of Baltimore 
was admitted to membership in the New 
York Board of Fire Underwriters at the 
board meeting last week. 























... Remember the baker’s dozen? Remember how he 


tossed in a little something extra...the 13th roll... 
free, for nothing. Just to show you he thought something 
of your patronage. 

Well, General Cover does the same thing with its 
Reporting Form. It does more than a Standard Fixed- 
Amount policy. It takes to heart the man with the prob- 
lem of the fluctuating inventory. It’s the answer to his 
prayer for complete, not-too-much-or-too-little protection 
when his stock values dip or soar. 

Because... for spending perhaps 30 minutes a month 
filling out a form he has complete and automatic coverage 
at all times. And he pays only for the amount of insur- 
ance actually required. 
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ROYAL INSURANCE COMPANY, LIMITED © ROYAL INDEMNITY COMPANY © AMERICAN & FOREIGN INSURANCE COMPANY © THE 
BRITISH & FOREIGN MARINE INSURANCE CO., LTD. « NEWARK INSURANCE COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTD. © GLOBE INDEMNITY COMPANY © STAR INSURANCE COMPANY 
OF AMERICA © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 











CHASE HEADS R. I. AGENTS 
Automobile and Catastrophe Problems 
Feature Annual Meeting at 
Providence, R. I. 

The 52nd annual convention of the 
Rhode Island Association of Insurance 
Agents was held at the Sheraton- 
Biltmore Hotel, October 20, with a rec- 
ord attendance of 400 members and 
guests. At the open business meeting 

the following officers were elected: 

President, Howard R. Chase, Jr.; vice 
presidents, Fred C. Clarke and John F. 





HOWARD R. CHASE, JR. 


Kirby; secretary-treasurer, George ( 
Hughes; state national director, Robert 
Spencer Preston; regional vice presi- 
dents, Bristol County, John Andrade; 
Kent County, Howard F. Wheelock; 
Newport County, George H. Tolderlund; 
Providence County, Michael A. Cain; 
Washington County, F. Oliver Brown. 

The afternoon educational session was 
devoted to a talk by Allen E. Hawkes, 
research department, Division of Motor 
Vehicles, Rhode Island, on “Adminis- 
tration and Operation of the Rhode Is- 
land Motor Vehicle Safety Responsibil- 
ity Law” which becomes effective Janu- 
ary 1, 1953. 

Also during the educational session, 
Timothy E. Hopkins, state agent of the 
Equitable Fire and Marine, spoke on 
the catastrophe loss procedure plan of 
the National Board of Fire Under 
writers. 

Insurance Commissioner Bisson of 
of Khode Island outlined the new 
Rhode Island Automobile Assigned Risk 
Plan which he hopes will be put into 
operation previous to the effective date 
of the new Rhode Island Motor Vehicle 
Safety Responsibility Law. 

Principal speaker at the annual ban- 
quet was Maurice G. Herndon, Wash- 
ington representative of the National 
Association of Insurance Agents, who 
spoke on “Washington Problems Effect- 
ing the Insurance Agent.” 

Mr. Chase, the new president, was 
born on March 23, 1913, in Providence, 
and took the business administration 
course at Duke University, also the 
casualty course of the Travelers at 
Hartford. He entered insurance with 
Starkweather & Shepley, Inc., in Provi- 
dence in 1933 and has been with the 
office since then. He became assistant 
secretary in 1951. For the last two years 
he has been chairman of the state as- 
sociation casualty and surety committee 
and regional vice president. 

SYRACUSE WOMEN MEET 

Henry L. Betts, district secretary of 
the New York Fire Insurance Rating 
organization, addressed the October 
meeting of the Syracuse’ Insurance 
Wemen’s Association, at the Hotel 
Onondaga, Syracuse, N. Y. A question 
and answer session, conducted by 
Harvie Manss, Syracuse manager of the 
Hartford Fire, concluded the program. 
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Conick Receives Gold Medal at 
General Brokers’ Annual Dinner 


Harold C. Conick, general attorney 
and former United States manager of 
the Royal-Liverpool Group, was pre- 
sented with the annual gold medal 
award at the 27th annual dinner of the 
General Insurance Brokers Association 
at the Hotel Astor, New York City, on 
Wednesday evening. Close to 700 
brokers, agents, company representatives 
and leaders in other fields attended. 
Albert J. Conway, associate justice, New 
York State Court of Appeals, and for- 
mer Insurance Superintendent, again 
served as toastmaster. Joseph A. Neu- 
mann, Jamaica, N. Y., member of the 
executive committee of the National As- 
sociation of Insurance Agents, was chief 
speaker. 

Samuel Oberman, president of the 
General Brokers Association, in his ad- 
dress, thanked Chairman Joseph F. Con- 
roy, Russell Wittpenn and Nathan 


SAMUEL OBERMAN 


Greenbaum, chairman, vice chairman 
and honorary chairman, respectively, of 
the dinner eg ge He also com- 
mended George F. Sullivan, chairman 
of the invit: in committee and the offi- 
cers and members of committees who 
aided in making the dinner a success. 

Brokers’ Suggestions in Auto Field 

Taking the serious situation in the 
automobile liability field as his main 
theme President Oberman stated that 
“this situation is a test of our ability 
to perform in behalf of the insuring 
public. We must never lose sight of our 
perpetual obligation to the public so as 
to constantly maintain and _ increase 
their confidence in us. By us, I mean 
all segments of the business as we are 
now constituted. However, this would 
seem to be quite a job these days with- 
out the full cooperation of all segments 
of the industry, especially the insurance 
companies. 

“With the situation in the entire casu- 


HAROLD C. CONICK 

alty field as it exists today, coupled with 
the fact that the political trend of the 
present administration leans toward so- 
cialization of the insurance business, I 
believe our position collectively is a 
precarious one, because, if we do not 
serve the common man, the Government 
will do it for us. If we are to read the 
handwriting on the wall, then we should 
try to help ourselves. 

“As a broker, I am in constant touch 
with the insurance buying public and I 
can tell you that they are definitely 
not happy with us. On several occasions 
where an insurance company has taken 
an arbitrary stand in requesting either 
cancellation or non-renewal of a line, 
the broker in desperation tried to re- 
place these lines where he felt that such 
company action was not justified. He 
ran into a stone wall before resorting 





PRITCHARD 


to excess markets or assigned risk pool, 
which he felt would result in the assured 
being unjustly penalized. 

“Where the experience had been good, 
he suggested that the client approach 
some direct writing company to take 
care of his business, and in almost every 
case after a short time the broker gen- 
erally received either a call or a letter 
thanking him for his wonderful sugges- 
tion. For not only did this direct writ- 
ing company accept the assured’s busi- 
ness, but wrote the coverage at a con- 
siderable savings in cost,” Mr. Oberman 
said. 

“Where do we go from here? Since 
the public is accustomed to do business 
with specialists and is constantly re- 
minded and encouraged to discuss his 
problems with his licensed insurance 
broker, he then finds that the broker 
can advise the proper coverage but can 
not deliver the goods. On auto insur- 
ance for example, when a line has been 
placed with the assigned Risk pool, 
there is always the question of insuffi- 
cient limits of liability. Why shouldn’t 
we at least be in a position to provide 
the minimum requirements of one of 
our neighboring states—Connecticut, 
which requires 20/20 limits of liability 
as against our statutory 10/20. 

Higher Limits by Assigned Risk Plan 

“We, as producers, therefore propose 
that the Assigned Risk provide higher 
limits to make them more in keeping 
with the needs of the public. 

“There are, however, major factors 
which I feel will tend to alleviate the 
pressure we all have felt on automobile 
insurance—they are: 

“1. The new increased rates. 

“2. Proposed legislation to inspect all 
cars—twice a year. 

“3. Constructive efforts of the Greater 
N. Y. Safety Council which we are all 
in agreement with. 

“It is our hope that by next year we 
can report that the assigned risk pool 
has reduced its writings considerably 
from the figure which now shows an 
increase of 277% over 1951 

Acquisition Cost Conference 

“All these services present quite a 
costly problem to the producer and 
when added to the existing personnel 
problem, high salaries and the placing 
and replacing conditions, being a_ pro- 
ducer in the insurance business today 
is no snap. In spite of all this we have 
not asked for any increased commis- 
sions. 

“We, as producers, feel that commis- 
sions should be stabilized and that the 
Brokers’ Association Joint Council be 
permitted to cooperate and act in con- 
cert with the companies and the state 
Insurance Department in an Acquisition 
Cost Conference. If the law need be 
amended to accomplish this fact, then 
we propose it be amended. It is our 
belief that this action would be bene- 
ficial to all of us in the insurance busi- 
ness.” 

Frank A. Christensen, America Fore 
Group president and former recipient of 
the brokers’ gold medal, made the pres- 
entation to Mr. Conick. The latter ex- 
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NEW HARTFORD PARTNERSHIP 


G. Burgess Fite ant and Paul Rutherford, 
Jr., Form George B. Fisher Co.; For. 
mer Is Conn. Agents’ Vice President 

G. Burgess Fisher and Paul Ruther- 
ford, Jr., have formed a partnership to 
engage in general insurance business, 
The new firm, to be known as George 
B. Fisher Co., will be located at 25] 
Trumbull St., ‘Hartford. Both partners 
have been in the insurance business for 
almost 20 years. 

Mr. Fisher went into the agency busi- 
ness with his father in 1934. Four years 
later he became an officer of that com- 
pany and on the death of his father in 
1941, Mr. Fisher started his own busi- 
ness. He is vice president of the Con- 
necticut Association of Insurance Agents 
and past president of the Insurance 
Board of Hartford. He is chairman of 
the conference committee of the New 
England Advisory Board. 

Besides serving as a trustee for the 
Registered Agents of Hartford Insur- 
ance Program, Mr. Fisher is a member 
of the advisory board of Robinson 
School. During the war he served with 
the Transportation Corps in the South- 
west Pacific. Mr. Fisher, his wife and 
three children live in West Hartford. 

Mr. Rutherford, entering the insur- 
ance business in 1934 with the Con- 
necticut Mutual Life, later became man- 
ager of the Philadelphia office. He held 
this position until he joined the Navy. 
He became associated with Mr. Fisher 
in the insurance agency business on his 
return in 1946 


FLOYD R. DUBOIS DIES 


Former Senior Partner in New York 
Brokerage Firm of Frank & DuBois 
Passes Away at Age 73 

Floyd Reading DuBois, formerly for 
many years senior partner of the insur- 
ance firm of Frank & DuBois, 25 Broad 
Street, died October 23. He was 73 years 
old. His home was at 200 East Sixty- 
sixth Street, New York City. 

A former resident of Englewood, N. 
J., Mr. DuBois had been active in civic 
affairs there and at one time was Com- 
missioner of the Northern New Jersey 
Council of the Boy Scouts. He was 
chairman of the board of the Yorkshire 
Indemnity and a founder and original 
chairman of the Seaboard Surety. 

Mr. DuBois was active in the legisla- 
tive affairs of the Insurance Brokers 
Association and had lectured and writ- 
ten papers on insurance matters. He 
was graduated from Harvard University 
in 

A member of the Union Club, he be- 
longed also to the Downtown Associa- 
tion, the Harvard Club of New York, 
the St. Nicholas Society, the Society 
of Colonial Wars and the Holland 
Lodge of Masons, and was a former 
member of Squadron A. 





pressed his deep appreciation of the 
honor bestowed upon him. 


Neumann Program to Cut Auto Losses 


Mr. Neumann presented a three point 
program to reduce automobile accidents 
and liability claims and challenged those 
who advocate compulsory insurance to 
“write a statute eliminating the known 
defects of compulsory auto insurance, 
and to keep the resulting mess out of 
politics.” 

His three point program involves en- 
gineering, for better roads and uniform 
traffic practices; better enforcement of 
driving and licensing ordinances, and 
education of the public by the pro- 
ducers. This fight must, he said, be 
conducted on a local level. With the 
agents and brokers accepting their re- 
sponsibility he called on the companies 
to help. 

“Either we continue to make our 
product readily available or we can have 
no quarrel with the obvious alternative, 
public pressure for government to pro- 
vide that which we cannot or will not. 
Our principals must accept their respon- 
sibility of maintaining at all costs 4 
market capable of absorbing the pub- 
lic’s needs.” 
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Jones on Business Interruption 


Forms and Adjustment of Losses 


George Simpson Jones, executive general adjuster for the Eastern department of 
the General Adjustment Bureau at New York, spoke on adjustment of business interrup- 
tion losses at the New Jersey forum on BI and time element insurance in Newark last 
week. Part of his talk was published in these columns last week. Further extracts are 


presented herewith: 


Under the Two-Item Form, the gross 
profit insured represents the total of 
all expenses, whether continuing or not, 
plus net profit, except the cost of raw 
materials, labor, light, heat and power 
which would have been earned had the 
loss not occurred. Some agents and 
some company men think that the 
Gross Earnings Form is simpler, in 
that it covers the gross earnings after 
deducting from sales the cost of raw 
materials only. 

In reality, it is not any more simple 
than the Two-Item Form, for all that 
you have to deduct from the total in- 
come in arriving at gross profit under 
the Two-Item Form, in addition to the 
cost of raw materials, is labor, light, 
heat and power. It is admitted that 
there are other items which are a com- 
ponent part of labor, such as taxes, old- 
age pensions, workmen’s compensation 
and social security, but these items are 
treated as part of labor. 

When it comes to the cost of raw 
materials, we treat freight, the raw ma- 
terial itself, packaging material and 
supplies consumed, as part of raw ma- 
terial going into the finished product. 
Therefore, all of these items should be 
deducted from sales under the Two- 
Item Form. 


Advised on Trend of Business 


The next most important step to be 
taken by the agent is to keep in touch 
with the insured so that the insured 
can keep the agent advised of the trend 
of his business. If the business is in- 
creasing rapidly, the insured should fur- 
nish the agent with a profit and loss 
statement, at least every three or six 
months. In this manner, the agent can 
keep abreast of the trend of the busi- 
ness and make certain that the insured 
has sufficient insurance to cover in the 
event that there is a loss. 

T have had the experience of checking 
policies which were written for a five- 
vear period only to find that the agent 
had never approached the insured since 
the policies were written. When the 
loss occurred in the fourth or fifth year 
of the policy we found that the in- 
sured’s business had multiplied four or 
five times, with the result that the in- 
sured had insufficient insurance and 
was a serious coinsurer. This, to my 
mind, is another example of wanton 
neglect on the part of the agent and 
the insured. 

The weaknesses, therefore, which the 
adjuster encounters when a loss occurs, 
are mostly human weaknesses and are 
not due to the wording of the con- 
tract. The contract in itself is_ self- 
sufficient, is flexible and there is ab- 
solutely no reason why the insured 
should not at any time collect all of 
his loss, as it is strictly an indemnity 
contract and covers any loss of pro- 
duction which would be sold. It natur- 
ally does not cover loss of good will or 
consequential or indirect loss. 


Protection for Additional Loss 


Business interruption coverage af- 
fords protection, in addition to the loss 
of fixed charges and net profits and ex- 
tra expense during the period of in- 
terruption for any additional loss due 
to the time required to replace raw 
stock which may be destroyed to the 
extent that such raw stock would have 
made operations possible, or for the 
time it would take to replace this raw 
Stock after the loss occurs. This cov- 
erage is for a period of time up to 30 
days, which may be extended by en- 
dorsement. 

It also covers for an additional 30 


days for the time it would take to 
replace stock in process and bring it 
back to the stage of manufacture at 
which it was at the time of the loss. 
These two items of coverage make it 
necessary for the agent to familiarize 
himself with the nature of the insured’s 
business so as to determine whether 
or not the raw stock, or the stock in 
process, could be restored within 30 
days. If this time is insufficient, the 
length of time should be extended by 
endorsement. 

In addition, to this coverage, the 
policy provides coverage for interrup- 
tion by civil authority. A serious con- 
flagration in a city or congested dis- 
trict may leave hazardous conditions, 
with toppling walls and what not, and 
the city authorities may step in and 
close the insured’s business or rope it 
off until the temporary hazards created 
by the loss are disposed of. The policy 
extends the coverage to two weeks, and 
this fact alone can be used by the agent 
in promoting this form of insurance, 
as we have paid out a number of losses 
even if it may be only for a day or two 
interruption, which have run into large 
sums of money in the case of depart- 
ment stores and large mercantile es- 
tablishments. 


Adjustment Procedure 


The adjustment procedure followed 
handling a business interruption loss is 
characterized by four important steps: 

1. Assisting the insured to resume 
business. 

2. The determination of anticipated 
income subsequent to the loss by com- 
parison of records, profit and loss state- 
ments, and accounts of the insured 
prior to the loss, and with due consid- 
eration to business conditions and eco- 
nomic factors affecting the insured’s 
business in the future. 

3. The determination of the period of 
interruption, or the time limit under the 
policies. 

4. The determination of the reduction 
of income directly caused by the loss. 


Assisting the Insured to Resume 
Business 


The adjuster can be of great help to 
the insured in helping him to get back 
into business as soon as possible. If 
the physical property is totally de- 
stroyed and the insured can arrange 
for other quarters on a temporary basis 
until such time as his own property 
can be rebuilt, the loss can, in many 
cases, be very materially reduced. 

In many cases this involves expendi- 
ture of extra money which is covered 
by the business interruption policy un- 
der the expediting expense item. It 
may be necessary to recondition the 
property temporarily acquired to suit 
the insured’s needs. The adjuster, by 
authorizing this expense, can get the 
insured back into business and thus 
reduce the period of interruption or the 
period of total suspension. Such ex- 
pense is fully covered to the extent that 
the loss is reduced. 

A large plant may be seriously dam- 
aged, but. some of the operations could 
continue in the buildings which remain 
unaffected. By the construction of tem- 
porary buildings, the entire operation 
might again be resumed within a rea- 
sonable length of time. It may be that 
the insured could not reach full pro- 
duction, but by being able to continue 
partial, production, the loss would be 
minimized. In the case of partial loss, 
such as damage to certain machines of 
a manufacturing plant, many times du- 





plicate machines can be obtained imme- 
diately and this should be arranged. 

If there is emergency equipment on 
hand which can be made available, the 
insured should be encouraged to make 
use of such equipment, the extra ex- 
pense of the installation of this equip- 
ment would be borne by the insurers 
only to the extent that loss under the 
policy would be reduced. In many cases 
the insured will be operating at a loss. 
In other words, he may not be making 
any net profit, but will be earning only 
a portion of his fixed expenses. 

Cooperation Essential 

To the extent that he has been earn- 
ing these fixed expenses, he will be en- 
titled to recovery under his business in- 
terruption insurance. In such cases, 
hewever, the insured may not be as 
willing to take the necessary steps to 
curtail the loss as he would be if he 
were realizing a handsome profit. It is 
necessary that the insured as well as the 
adjuster cooperate with each other in 
taking the necessary steps to resume 
operations as quickly as possible. 

If the damage is serious there will 
usually be a certain period of total sus- 
pension, but as the repairs are made, 
the plant will gradually get back into 
operation. Then the business interrup- 
tion will gradually diminish and the loss 
will decrease day by day as the repairs 
are completed and production resumed. 
With the intelligent use of overtime to 
expedite repairs and curtail the period 
of interruption, there will result a con- 
siderable saving to the underwriters as 
well as to the insured. 

If the period of interruption is de- 
pendent upon the procurement of ma- 
chinery which has to be specially made 
or equipment which has to be imported, 
every effort should be made by the in- 
sured and adjuster to expedite his pro- 
curement. Special patented equipment 
may be difficult to obtain. The adjuster, 
by visiting the manufacturers of such 
equipment, may be successful in secur- 
ing it, and many times can, by urging 


the manufacturer to turn out the equip- 


ment expeditiously, reduce the period 
of interruption. 

If contractors who make the repairs 
to the building can be urged to put on 
more workmen or be prevailed upon to 
work overtime at an extra cost, it 
should be done. This action may be 
fully justified in reducing the time it 
vould take to repair the property. 


Determination of Anticipated Income 


The policy provides as follows: 

“The amount of net profit, charges 
and expenses covered under Item I or 
Item II, shall be determined, whether 
for the purpose of ascertaining the 
amount of loss sustained or for the 
application of the coinsurance clause, 
by giving due consideration to the ex- 
perience of the business before the loss 
and the probable experience thereafter.’ 

The purpose of this provision is to en- 
able the insured and the adjuster, by 
comparison of the insured’s records, to 
determine the actual loss sustained dur- 
ing the period of interruption. This is 
ame by preparing a profit and loss 
statement which will reflect the opera- 
tions of the insured for 12 months 
succeeding the date of loss. 

The intent of the policy is that any 
basis adopted should reflect what the 
operations would have produced had no 
loss occurred. The basis for the de- 
termination of the loss is controlled en- 
tirely by the proper application of the 
insured’s books and records to his busi- 
ness. For this reason it is incumbent 
upon the insured and adjuster to adopt 
a measure for determination of the loss 
which would most accurately reflect 
what the business would have done had 
no loss occurred.” 

The insured’s past profit and loss 
statements should be examined and with 
them as a guide, it can be determined 
what expenses the insured has, what 
production he has been turning out, and 
what percentage of profit he has been 

(Continued on Page 25) 


Panel Experts Answer Questions 
On Business Interruption Insurance 


At the business interruption and time 
element forum in Newark last week 
many questions were put to the panel 
of experts by members of the audience 
which numbered close to 600, as manv 
as the room at the Essex House would 
hold. Some of the questions and an- 
swers are as follows: 

Questions: 1. How is amount of B.I. 
insurance for a new business deter- 
mined ? 

2. How can a manufacturer include 
operating expenses of branch offices in 
the business interruption insurance on 
a factory without specifically covering 
the branch offices ? 

Answered by Nick Dekker, secretarv. 
America Fore Group. On No. 1 he said 
that on mercantile or mannfacturing 
the gross earnings form would be pref- 
erable. The amount would be deter- 
mined on the basis of projection of 
sales volume or production of goods. 
The assured could get back most of 
the excess of premium paid if over- 
insured. on readiustment at the end of 
the policv term, but should watch care- 
fully actual sales so as not to be un- 
derinsured. He said good sense must be 
nsed to avoid coinsurance penalties bv 


keeping values correct and_ insured. 
Often. he said, estimates are too low. 
On No. 2 he said that branch offices 


shonld he specifically mentioned in the 
basic policy. 
Extra Expense 

Questions: 1. Is the clause of the form 
“expense to reduce loss” subiect to the 
coinsurance clause or other limitations ? 

2. A careful agent has arranged both 
business interruption and extra expense 
for his insured who onerates a laundrv. 
Under what circumstances would the in- 
sured collect under both policies or un- 
der only one policy? 

Answered by Leo E. Kietzman, secre- 


tary, American Insurance Co., Newark 
On No. 1 he said there is no specific 
application of the coinsurance clause to 
extra expense. However, the coinsur- 
ance penalty would apply to all factors 
if too little insurance were carried on 
the risk in the first place. 

On No. 2 he said that if an assured 
could use another laundry to continue 
business some of the extra expenses 
would come under the business interrup- 
tion policy and the extra expense cov- 
erage would pay the excess. In the case 
of partial continuance of operations the 
BI cover would pay its share of profit 
and costs. The extra expense policy 
coverage would depend on the individual 
loss. In event of full shutdown, with 
no outside facilities to continue, the 
loss would come under the BI form 
alone. He urged that every assured 
carry his BI and extra expense in the 
same company. 

Question: Why must an insured carry 
insurance on all net profit and continu- 
ing charges when under no condition 
could there be any collection in the 
event of loss? 

Answered by Leon A. Watson, gen- 
eral manager, Fire Insurance Rating 
Organization of New Jersey. He said 
that the average concern is in business 
to make a profit and does, and hence 
carries insurance on net profits and 
continuing charges to be insured when 
the expected profits are made. He said 
insurance under that item may be re- 
duced if low profits are anticipated, but 
he needs cover against continuing ex- 
penses which cannot be reduced 

Profit al Loss Statement 

Questions: 1. Is it advisable to accept 
an insured’s accountants P. and L. state- 
ment for the determination of gross 
profit under a Two Item Form or 

(Continued on Page 26) 
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Henry C. 


Klein On Applications And Sale 


Of Time Element Insurance Covers 


Klein, secretary of the New York Underwriters Insurance 


Co., addressed 


the business interruption and time element forum in Newark last week on applications 


msurance Coverage 
Part of 


and sale of time element 


Jersey Special Agents’ Association. 


week. Following are more extracts on how 
Part II 
To this point in our review a total 


element loss exposures have 
total of 


of 11 time 
been protected by four of the 
five time element forms—rent, rental 
value, leasehold interest and extra ex- 
pense insurance, leaving nine other ex- 
posures to be protected by the one most 
important of all these forms—business 
interruption insurance. 
Why is 
ance the 
; 


protects tn 


business interruption insur- 


most Because it 


important ? 


e earnings and profits which 


are the mainspring of all business en- 
backbone of our na- 
Whether 


enterprise the sole 


terprise and the 


tional economy. a business be 
a small one-man 
support of his family, or a large cor- 
poration, its objective is earnings which 


include the profits which provide the 


incentive for the production and _ sale 
of more and better products, and the 
wages, taxes and other 
penses that compensate labor, 
and support government. 
Where are the remaining nine ex- 
posures that require the protection of 
form of business interruption in- 
There are four that need di- 
rect coverage—Bill’s factory, the private 
school of which he is a trustee, John’s 
drug store and the hotel of which he 
is a director; and five that require con- 


operating ex- 
creditors 


some 
surance 





tingent coverage—Bill’s factory which 
has four contingent exposures, and 
reorge’s sales agency with one expo- 


sure 


Choice of Two Forms 


Beginning with Bill Peebee’s factory, 
obviously direct business interruption 
insurance is needed to protect the earn- 
ings derived from the manufacture of 
Since the two units, one lo- 
cated in the business district the other 
on the outskirts of town, are operated 
interdependently, they should be cov- 
ered by a policy written blanket at a 
rate published by the rating organiza- 
tion which will compute the average 
rate by the floor area method. 

Bill has a choice of two forms of 
policy, the Two Item Form No. 2 under 


motors. 


which he can specifically insure ordi- 
nary payroll for a Bpeciic period of 
time, and the Gross Earnings Form No. 


4 which covers ordinary canaia blanket 
with other expenses to the extent their 
continuance is necessary. 

Therefore Bill’s attitude toward in- 
surance on ordinary payroll as well as 
on premium cost and other contract 
conditions, will determine his choice. If 
the ratio of his expense of ordinary 
eavtall and heat, light and power to 
gross earnin is higher than 30% and 
he is oiling | to buy a limited amount 
of insurance on ordinary payroll, he 
will find the Two Item Form the least 
expensive on the basis of the New Jer- 
sev rate formula. 

But if he desires the better contract 
and the difference in cost is not pro- 
hibitive, he will choose the Gross Earn- 
ings Form for several reasons. It is 
the better form because its work sheet 
used to determine the amount of insur- 
ance needed to comply with the Con- 


tribution Clause, requires only two fig- 
ures, the annual sales value of goods 
produced and the annual cost of raw 


stock and supplies, whereas the work 
sheet for the Two Item Form also re- 
quires data on the annual expense of 


4% This 


forum was sponsored by the New 
Mr. Klein’ s address appeared herewith last 


to increase sales of time element forms: 


heat, light and power and the expense 
of ordinary payroll not only on an an- 
nual basis but also for the 90 days when 
payroll is highest. 

By not requiring any information con- 
cerning ordinary payroll expense, or the 
identity of employes classifying as or- 
dinary payroll, until a loss occurs, the 
Gioss Earnings Form relieves the 
policyholder of the necessity of reaching 
decisions respecting ordinary payroll un- 
til the extent and duration of a suspen- 
sion of operations determine the claim 
that is justified by the circumstances. 


Ordinary Payroll May Be Excluded 


If bill were opposed to buying any 
ordinary payroll insurance whatever, as 
many manufacturers are, his choice 
would fall on the Two Item Form writ- 
ten without coverage under the second 
item. However, the time is coming, and 
probably soon, when the desirable Gross 
Earnings Form will be available with 
coverage of ordinary payroll excluded, 
thereby eliminating the need for the 
Two Item Form and making the Gross 
Earnings Form adaptable to all situa- 
tions. 

If the buildings of Bill’s factory were 
all at one location he would have the 
choice of four percentages of contribu- 
tion under the Gross Earnings Form 
whereas only 80% is available under the 
Two Item Form. But since he must 
have blanket coverage over his two in- 
terdependent locations he has the choice 
ot only two percentages, 70% and 80%. 
Some day the inequity of requiring a 
minimum of 40% additional insurance 
to comply with the 70% Contribution 
Clause when two or more interdepend- 
ently operated locations are blanketed 
under the Gross Earnings Form, while 
no increase is required if the Two Item 
Form is used, may be recognized and 
50% Contribution will be permitted 
again. 

As the downtown frame buildings of 
Bill’s factory are located inside the 
area in which, under a local ordinance, 
all buildings that are 50% or more 
destroyed may not be rebuilt except en- 
tirely of fire resistive construction, the 
agent recommended that the Standard 
Demolition and Increased Time to Re- 
build Endorsement be attached to the 
business interruption policy for an addi- 
tional premium. This endorsement as- 
sures recovery for the increased time 
required to demolish the undamaged 
portions and rebuild both damaged and 
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sections of fire resistive 
construction. Some agents are inclined 
to ignore the existence of this addi- 
tional coverage which can be of great 
importance to operators of businesses 
located within municipal fire limits. 


undamaged 


Outside Power Plant Coverage 


But the property damages that can 
interrupt Bill’s factory earnings are not 
confined to the buildings and contents 
of his factory. Since he is dependent 
upon a public utility power plant for 
electricity and any di unage to the power 
plant or the transmission lines can de- 
prive Bill of essential electric power, 
he can easily and inexpensively protect 
that exposure by having the business 
interruption insurance policy covering 
his factory extended by endorsement to 
include coverage of the outside power 
plant and transmission lines. Even 
though power is shut off for only a 
few hours the recoverable loss of earn- 
ings can exceed the additional premium 
paid for the endorsement. 

For instance, the annual fire and ex- 
tended coverage premium paid for ex- 
tension of coverage to a public utility 
station and to transmission lines sup- 
ported on wooden poles, can be a total 
loss to the insurer if prevention of the 
insureds production due to failure of 
power supply caused by ae of 
transmission lines due to windstorm ex- 
ceeds two and a half hours of a normal 
eight-hour working day. 

Accordingly Bill’s factory was cov- 
ered by direct fire and extended cover- 
age business interruption insurance 
written under the Gross Earnings Form 
subject to 70% Contribution Clause and 
Demolition and an Increased Time to 
Rebuild and Off Premises Power and 
Transmission Line Endorsements. The 
Premium Adjustment Endorsement could 
have been attached but Bill decided 
that inasmuch as the earnings from his 


factory were not decreasing, he would 
not derive any benefit from that en- 
dorsement which requires a minimum 


$500 and unlike premium 
policies on stock, requires 


premium of 
adjustment 


compliance with a coinsurance clause. 

Nor is the public utility power plant 
the only outside plant upon which Bill's 
factory is dependent. There is Jackson’s 
foundry which has contracted to  pro- 
duce the castings required for the 
motors manufactured in Bill’s factory, 
The foundry is as important as his own 
factory but since Bill does not operate 
the foundry it cannot be included in 
his direct business interruption insur- 
ance. It must be covered by contingent 
business interruption insurance of the 
contributing properties edition written 
for the same amount as the insurance 
on Bill’s factory because Bill’s entire 
earnings are dependent upon the unin- 
terrupted supply of the castings. How- 
ever, the rate charged for the con- 
tingent coverage is only one half of the 
business interruption rate on the foun- 
dry. 

But Bill is not only dependent upon 
others for power and castings, he is 
dependent also upon the continuing abil- 
ity of Jones’ washing machine factory 
and Smith’s vacuum cleaner factory, to 
use the motors Bill has contracted to 
manufacture for them. If either the 
washing mi ichine or vacuum cleaner fac- 
tory is forced by fire damage to sus- 
pend production it is relieved by the 
fire clause in its contract of its obliga- 
tion to accept the motors and Bill’s 
factory must curtail production for 
want of an outlet for his motors. Here 
is therefore a situation also requiring 
the protection afforded by contingent 
business interruption insurance in_ this 
case the recipient properties edition 
which will indemnify Bill for his loss of 
earnings if Jones or Smith is unable, be- 
cause they are shut down by property 
damage, to accept delivery of Bill's 
motors. 

lf Bill buys this form of contingent 
business interruption insurance it can 
be written to blanket the recipient 
plants of Jones and Smith at a rate 
equal to 50% of the highest rate of the 
two plants in which case the amount 
of insurance should be identical with 
the amount of direct business interrup- 
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tion insurance applying to Bill’s factory. 
Or it can be written to cover each 
recipient plant specifically at 50% of 
the rate of each plant in which case the 
amount of insurance applying to Jones’ 
plant should be determined by Bill's 
earnings dependent upon Jones’ plant, 
and the same procedure should be fol- 
towed for the contingent coverage ap- 
lying to Smith’s plant. 

Incidentally, although Jackson’s foun- 
dry is in Pennsylvania and the recipient 
plants | of Jones and Smith are respec- 
tively in New York and Connecticut, all 
the contingent business interruption 
policies were written in New Jersey 
where Bill’s factory is located. Since 
New Jersey is the state in which Bill’s 
Joss will occur, it is the state which 
should be credited with the entire pre- 
mium and the entire premium tax. 
Therefore, underlying policies written in 
other states are unnecessary. If the 
contributing and recipient plants had 
been operated by Bill and blanketed 
with his New Jersey factory, underlying 
policies would have been necessary as- 
suring a distribution of premium and 
taxes between the four states. 

Tuition Fees Insurance 

Having provided Bill Peebee with 
business interruption insurance protect- 
ing all of his exposures to loss of his 
factory’s earnings resulting from prop- 
erty damage, the agent had little diffi- 
culty in convincing Bill that he should 
recommend business interruption insur- 
ance to the board of directors of the 
private school of which he is a member. 
As a result Bill arranged for the agent 
to appear before the board where the 
agent explained the special type of 
business interruption insurance known 
as Tuition Fees insurance which is de- 
signed to provide for the peculiar needs 
of educational institutions charging fees 
for tuition and other services. 

Pointing out that because such in- 
stitutions contract with their profes- 
sional employes for the full school year 
under conditions making their salaries 
a necessarily continuing obligation irre- 
spective of fire damage, and because 
students will transfer to other schools 
rather than lose a school year if the 
school of their first choice is shut down 
by property damage, tuition fees insur- 
ance indemnifies for loss of earnings 
sustained beyond the time required for 
repairs and replacements. 

Although the agent also explained 
that the school might be able to con- 
tinue operations in various temporary 
quarters around town by incurring ex- 
tra expense which could be covered 
of tuition fees insurance in an amount 
equal to 80% of the gross annual tui- 
tion fees plus other income from student 
sources, choosing the 80% Contribution 
Clause thereby securing 33 1/3% more 
insurance for only 10% more premium 
compared with 60% insurance to value. 

Since the school operates a summer 
camp the directors decided that extra 
expense insurance to cover the camp 
would suffice as temporary camping fa- 
cilities could be provided and the only 
loss would be extra expense incurred. 
Protecting Drug Store 

At last having protected Bill Peebee’s 
10 exposures we can turn to brother 
John’s situation as the proprietor of 
a drug store and the director of a hotel 
corporation. Considering first his drug 
store business, it is obviously in need 
of direct business interruption insurance 
the more so because it is a one man 
business providing the earnings which 
constitute the bulk of the funds _ re- 
quired for the support of John’s family, 
the education of his children, life and 
accident insurance premiums, the main- 
tenance of his car, hobbies and recre- 
ation. 

Since a burn out at the store will 
result in serious curtailment of funds 
for family expenses and business in- 
terruption insurance can provide sub- 
Stitute funds during the time required 
to rehabilitate the store, business inter- 
Tuption insurance is in a real sense 
business accident and living standard in- 
Surance for John and his family. It 
would be that also if the store were 
Operated by a partnership or a corpora- 


Jones on Adjustments 


(Continued from Page 23) 


realizing on the production turned out. 
If the insured’s business is on the 
incline and shows a constant increase 
and conditions warrant the conclusion 
that his business would have continued 
on an increased basis, it should be re- 
flected in the profit and loss statement 
used for the determination of the loss 
and value. If the business is on the 
decline, this should be taken into con- 
sideration in drawing up a profit and 
loss statement. 
Determination of Period of Interruption 
or Time Limit Under Policies 
The most important step (and the 
basic step in any business interruption 
loss adjustment) is the determination of 
the period of interruption; that is, the 
period for which the insured will be to- 
tally shut down, the period for which 
he will be partially shut down, and the 
relation of the production lost during 
the partial shutdown period to the an- 
ticipated production during the period. 
The element of time is the essence 
of a business interruption contract as 
the loss is based upon the length of 
time that it will take to repair or re- 
place the buildings, machinery or equip- 
ment, plus 30 days for raw stock or 
stock in process if such time is required 
for the replacement of this property 
value. The fact that the insured does 
not immediately get back into normal 
operation, although his plant has been 
fully restored, is not to be considered in 
determining the period of interruption. 
Insurance only indemnifies the insured 
for the business interruption loss for 
which length of time as it will require 
to replace or repair the damaged or 
destroyed buildings, machinery, equip- 
ment or stock. The insured may have 
a!l of his buildings, machinery, etc., fully 
restored and still not be able to get 
back into normal operations because 
customers have gone elsewhere, because 





tion, yet until the agent, who had sold 
John extra expense insurance on his 
home, brought business interruption in- 
surance for his store to his attention, 
John did not know that his precious 
store earnings could be protected 
against a catastrophe such as a_ burn 
out, a gas explosion or a hurricane. 
Using Gross Earnings Form 

John Peebee’s store, like other types 
of retail businesses, presents a_ situ- 
ation for which the gross earnings 
form is made to order. To buy that 
form John must only disclose to the 
agent the amount of his annual “gross 
earnings,” i.e, the amount by which 
the total of his annual sales exceeds the 
cost of the merchandise sold. The only 
information the agent needs is John’s 
“oross earnings” and John’s best esti- 
mate of the loss he may suffer in net 
profit and expenses that will necessarily 
continue during the longest period of 
time required to rehabilitate his store 
in the event of a burn out occurring at 
the beginning of John’s busiest season. 
John need not disclose separately the 
amount of net profit nor the wages or 
taxes he pays—confidential data which 
the average merchant dislikes to dis- 
close. 

For example, assuming John’s annual 
sales are $001,000, he will probably esti- 
mate his “gross earnings” at one-third 
of that or $20,000 which indicates in- 
surance of $10,000 with a 50% contribu- 
tion clause. Asked to estimate his loss 
possibility, he will probably place it 
at $11,000 being the sum of his salary, 
net profit, wages of key employes, taxes, 
and necessary advertising during the 
six or seven consecutive months of his 
busiest season when his store may be 
shut down. Since the insured’s estimate 
of a possible loss of $11,000 exceeds 
$10,000 the amount which will comply 
with the 50% contribution clause and 
since a cushion against unforeseen con- 
tingencies is always advisable, the agent 
wrote the policy for $12,000 attaching 
the 60%, instead of the 50% contribu- 
tion clause, giving the insured the bene- 
fit of the reduced rate. 


he has not received new orders or for 
many other reasons. 
Such a loss is not covered and the 


company’s liability terminates as soon 
as the physical property, upon which 
the business interruption policy is based, 
is restored. The policy contemplates the 
replacement of the damaged or de- 
stroyed physical property with like kind 
and quality. If a period of interrup- 
tion is tig ae because the insured 
is required by law, ordinance or statute 
to replace the property with more sub- 
stantial or fireproof construction, the 
company’s liability would cease at the 
expiration of the time it would take to 
replace the property with the same or 
original kind of material. 

Any prolonged period of time re- 
quired to replace the property with 
more substantial construction or better 
equipment to make any additional im- 
provements would not be covered under 
the policy and such additional time 
should not be considered in the compu- 
tation of the loss. 

Reducing Time to Repair 

The time that it takes to repair or 
replace a building should be carefully 
checked by the adjuster with compe- 
tent builders. This may be affected by 
weather conditions, such as_ cold 
weather, heavy rains, and in cases of 
conflagration or hurricanes the time 
may be prolonged by inability to get 
werkmen or materials on the ground. 
The adjuster must give due considera- 
tion to all of these contingencies, but 
he must bear in mind that in many 
cases the owner, through his knowledge 
of the business and through his con- 
nections, may be able to circumvent 
many obstacles and, therefore, reduce 
the period of interruption. 

The adjuster should feel free to use 
experts of all types in a_ serious loss. 
This is especially true of accountants, 
as in large manufacturing establish- 
ments the accounts may become quite 
involved and the time necessary to 
check such accounts and set up a 
proper business interruption statement 
would fully justify their employment. 
At no time should an adjuster conclude 
a business interruption loss unless the 
books and records have been fully 
checked and verified. 

Determination of Reduction of Income 

The question arises as to when is the 
proper time to make an adjustment. 
Should the adjustment be made imme- 
diately after the conclusion of the phys- 
ical adjustment? Promptly after the 
loss occurs? Wait until operations are 
partly resumed? Wait until operations 
are entitrely resumed and then deter- 
mine the loss? 

This depends, to a large extent, upon 
the attitude of the insured, the condi- 
tions affecting the rep< uirs or replace- 
ments of the building or equipment, 
and many other factors. In many cases 
the adjuster will be compelled to await 
development of repairs. Getting back 
into full operation may be a step-by- 
step process, but the extent of the pro- 
duction regained may be affected by in- 
ability to obtain machines or materials 
for the repair or replacement of the 
plant. Under these circumstances the 
insured may hesitate to speculate on 
when he will be able to complete the 
repairs sufficiently to resume operations. 

When the period of total shutdown 
and the percentage of loss of production 
can be estimated with a reasonable de- 
gree of accuracy, that is the time when 
the loss can be adjusted. However, the 
insured may prefer to wait until all the 
repairs have been completed before 
concluding the adjustment of his busi- 
ness interruption loss. If there have 
been no intervening causes not the di- 
rect result of the cause of loss which 
would tend to prolong the period of 
interruption, a satisfactory adjustment 
can then be made. 

On the other hand, strikes or can- 
cellation of contracts or leases may 
tend to prolong the period of interrup- 
tion and such facts should be taken 
into consideration by the adjuster in 
determination of the period of interrup- 
tion actually due to the hazard insured 
against. 


American Opens Field 
Office at Dover, Del. 


The American Insurance Group of New 
Jersey has opened a new field office at 
Dover, Del., to provide more complete 
service for agents and producers in the 
Delaware and Maryland eastern shore 
area. 

Special Agent Robert A. Sheppard will 
be in charge of the new office at 11 
North Street, under the general super- 
vision of Special Agent Victor L. Pitch- 
ford in Baltimore. Mr. Sheppard is a 
graduate of Princeton University and of 
the American’s advanced multiple line 
training class. 





Adjustment Procedure in Determination 
of Collectible Loss of Expediting 
Expense 

“This policy also covers such ex- 
penses as are necessarily incurred for 
the purpose of reducing any loss un- 
der this policy (except expense incurred 
to extinguish the fire), not exceeding, 
however, the amount by which the loss 
under this policy is thereby reduced, 
and such expenses shall not be subject 
to the application of the coinsurance 
clause, it being a condition that if there 
is insurance covering business interrup- 
tion loss described under both Items I 
and II, the said expenses shall be appor- 
tioned to these items in the proportion 
that the reduction in amount of loss un- 
der each item bears to the reduction un- 
der both items.” 

sy making this reformation in the 
contract, a uniform procedure has been 
accomplished. Now the expense incurred 
in reducing the loss is not subject to 
the operation of the coinsurance clause 
(or contribution clause), but is only 
limited to the extent that the applica- 
tion of the coinsurance clause reduces 
the loss. The expense incurred cannot 
exceed the amount which the insured 
weuld have collected after applying the 
coinsurance clause to the anticipated 
loss as computed. 

In other words, no expense is appli- 
cable unless a loss is reduced by the 
corresponding amount or by a greater 
amount. The item expediting expense 
cannot be used to make up a coinsur- 
ance deficiency under the policy con- 
tract. The maximum loss for which the 
company could be liable must first be 
established by the application of all the 
terms and conditions of the contract 
including the coinsurance clause, and 
payment of expediting expenses there- 
after cannot make the total loss to the 
company exceed that figure even though 
such expenses are not coinsured. This 
particular coverage does not add any 
additional liability under the contract, 
but rather reacts to the benefit of both 
the insured and the company. 

If the insured, by use of overtime 
or by spending extra money to secure 
machinery, equipment, temporary quar- 
ters or to make temporary repairs, can 
reduce the period of interruption, 
thereby reducing the loss, such extraor- 
dinary expense is fully justified and is 
covered to the extent that the loss is 
reduced. For example, if the anticipated 
loss during a period of total interrup- 
tion amounts to $10,000 per month and 
it would require six months to repair 
or restore the buildings and equipment, 
the estimated loss would be $60,000. 


How Assured and Company Can Save 

If the insured is able to get back in 
business and complete the repairs to 
the equipment and building in three 
months by spending $10,000 for extraor- 
dinary expenses, the period of interrup- 
tion has been reduced and the loss 
would amount to $30,000 plus the ex- 
pediting expense item of $10,000, or a 
total of $40,000. The insured would, 
therefore, effect a saving of $20,000 and 
be in a position to resume his business 
three months sooner. The result would 
be that he would be able to service his 
customers at an earlier date, thereby 
preventing them from seeking other 
markets. At the same time he would 
have effected a considerable saving un- 
der the policy contract, to the mutual 
advantage of the company and himself. 
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Court Holds Cargo on Truck Parked 
On Street Not Actually in Transit 


By Max J. GwerTzMAN 
Attorney in New York City 


One of the phrases giving difficulty 
to insurance underwriters and loss men 
transit.” Re- 


is that of the words “in 


cently there was a decision in the Mu- 
nicipal Court of the City of New York 
in which the writer acted as attorney 
for the British General Insurance Co. 
which clarifies this phrase and covers 
some points which had previously cre- 
ated considerable difficulty. 

The case in question is that of Wes- 
son Oil and Snowdrift Sales Co. vs. the 
British General and Charles Caruso. It 
appears that the Wesson Oil and Snow- 
drift Sales Co. used a local truckman 
named Charles Caruso for the purpose 
of effecting deliveries in New York City 
for it. The plaintiff did, from time to 
time, deliver to the said Charles Caruso 
a truck load of cases of salad oil at 
plaintiff’s place of business at Bayonne, 
We 3. 

The truckman did deliver it to various 
customers of the plaintiff in New York 
City for a fixed fee of 23 cents per case. 
A manifest sheet was furnished to the 
truckman by the plaintiff which carried 
the names and addresses of the various 
customers and the truckman would ef- 
fect these deliveries over a period of 
time making deliveries on each business 
day. When the load was exhausted. he 
returned to the plaintiff for another 
load and another list of customers. 


Facts of Loss 


On or about April 1949, the truck- 
man picked up a truck load of these 
cases of salad oil at the plaintiff's place 
of business at Bayonne for delivery to 
the plaintiff's customers in New York 
City under the arrangement set forth. 
On the evening of May 2, 1949, which 
was almost a month after he made the 
pick-up of the merchandise and while 
he still 9 id undelivered merchandise in 
the truck, he parked the truck in front 
of 2526 “el Island Avenue, Brooklyn, 
due to some mechanical difficulty in the 
truck. 

He intended to have it repaired the 
next day and then to continue making 
deliveries. On the morning of the next 
day when the truckman went to pick up 
his truck, he found that the lock on the 
tail board had been pried open, the tail 
board had been forced open and some 
77 cases of salad oil, having a value of 
approximately $900 were missing. 

The truckman carried a policy with 
the British General. This was the usual 
motor truck cargo truckman’s liability 
form. It provided coverage against the 
legal or assumed liability of the trucker 
as a carrier or bailee or warehouseman 
under tariff or bill of lading or shipping 
receipt issued by the truckman while 
the property was loaded for shipment 
on or in transit on a Ford pick-up truck. 
The policy also carried this clause: 

“This company shall not be liable 
hereunder for any loss under any ship- 
ment except when the same is actually 
in transit. 


Insurer Alleges Not “Actually in Transit” 


When the loss occurred, the truckman 
made claim under the policy but the 
insurance company denied liability tak- 
ing the position that the goods were 
not actually in transit at the time of 
loss. Suit was thereafter instituted 
against the truckman. He failed to de- 


was entered 
judgment was 
plaintiff instituted an 
the British General un- 
and conditions of the 


judgment 
When the 


fend and a 
against him. 
unsatisfied, the 
action against 
der the terms 
insurance law. 

The insurance company claimed that 
under the terms and conditions of the 
policy, there was no liability for the loss 
in question. Since there were no facts 
in dispute, the issue became one of law 
as to the meaning of the words “actu- 
ally in transit.” The plaintiff made a 
motion for summary judgment against 
the company and the company in turn 
moved for summary judgment dismiss- 
ing the complaint on the ground that 
the policy did not cover the loss in 
question. The court decided in favor of 
the insurance company with the follow- 
ing opinion: 

“The motion dismissing the complaint 
of the plaintiff for summary judgment 
in favor of the defendant, the British 
General, is granted. There being no 
trialable issue of the facts and it being 
determined that the loss sustained to 
the merchandise covered by the insur- 
ance policy was not while ‘actually in 
transit’ at the times of the loss; there 
is no liability upon the defendant insur- 
ance company.” 

The case was decided by Justice Pel- 
ham St. George Bissell in the Municipal 
Court of the City of New York, First 
District, Borough of Manhattan. Joseph 
M. Cohen appeared as attorney for the 
plaintiff and the writer appeared as at- 
torney for the defendant, British Gen- 
eral Insurance Co. 

Few Cases on This Point 

This decision is important in that it 
is one of the few cases where the ques- 
tion of transit has come up insofar as 
a common carrier is concerned. The 
general rule seems to be that goods 
normally are in transit from the time 
they are delivered into the custody of 
the carrier until finally delivered by the 
carrier. Certain interruptions during the 
course of transit are recognized as nec- 
essary and unavoidable. 

Insofar as a shipper who bapa ifs 
own deliveries is concerned, it was held 
in Mayflower Dairy Seon Inc.. vs. 
Fidelity Fite Insurance Co., Inc., 9 New 
York Supp. 2nd 892, that the loading 
of his own trucks with merchandise and 
keeping them in his own garage over 
night preparatory to starting them on 
their journey the next morning violates 
the “in transit” provision of the insur- 
ance policy. 

In the case at bar the court has evi- 
dently extended the doctrine to cover 
the insurer of a common carrier where 
the policy specifically provides for cov- 
erage while actually in transit. This is 
the first case of its kind insofar as the 
carrier itself is concerned. 


CALIF. MARINE MEN MEET 

Marine Underwriters of Southern Cali- 
fornia heard Commodore Russell M. 
Thrig, U.S.N. (retired) superintendent 
of the California Maritime Academy at 
Vallejo, Calif. discuss the subject: “Our 
Fourth Arm of National Defense.” He 
developed the need for a strong mer- 
chant marine for national defense, and 
told of the work the Academy is doing 
in developing capable deck and engineer- 
ing officers to man the ships. 











110 Fulton St., New York 38 


SILAS R. FRANZ CO. 


INLAND MARINE REPORTS, SURVEYS and 
PERSONAL PROPERTY APPRAISALS 


WoOrth 4-6141 





MARINE INSTITUTE MEETS 


Directors Are Elected; Dinner to Mark 
54th Anniversary to Be Held at 
Waldorf on November 20 

The 54th annual meeting of the Amer- 
ican Institute of Marine Underwriters 
was held October 23 at the offices of 
the organization in New York. Owen C. 
Torrey, president, presided. 

The following directors were elected: 
For ag years—G. B. Oxford, M. M. 
Pease, George G. Quirk, O. C. Torrey, 
F. B. Zeller. For one year—M. M. 
Higgins. 

Annual reports of officers and com- 
mittees were presented and adopted. 
Officers and standing committees of the 
Institute will be elected at the meeting 
of the directors early in December. 

A dinner to celebrate the 54th anni- 
versary will be held at the Waldorf- 
Astoria on Thursday, November 20, 


Texas Auto Service Office 


Business Still Growing 

When measured by premium volume 
or basic changes in rules, the 25th an- 
niversary year of the Texas Automobile 
Insurance Service Office reached new 
peaks, according to reports filed by its 
outgoing chairman, Thomas R. Chatfield, 
second vice president of the Firemen’s 
of Newark, and its new manager, J. 
Don Squibb, at its recent annual meeting 
in Dallas. 

Even busier times lie ahead, said Mr. 
Squibb, as there are four major projects 
on the agenda, as follows: development 
of adequate statistics for rating purposes 
in view of inflation; some form of merit 
or demerit rating for private passenger 
cars; a simpler method of developing 
excess limits premiums, and clarification 
of certain manual rules. 

Here are the business totals: premiums 
written in 1951 for all auto lines, $141,- 
590,633, an increase of 21.51% over 1950; 
losses paid, $62,121,692, an increase of 
30.97% over 1950. This gives a written- 
paid loss ratio in 1951 of 43.87% as com- 
pared with 40.71% in 1950. 

H. A. Savage, Aetna Casualty & Sure- 
tv, was elected chairman to succeed Mr. 
Chatfield. Other companies on the gov- 
erning committee are the Home of New 
York, Gulf of Dallas, Firemen’s of New- 
ark, Great American Indemnity, St. 
Paul-Mercury Indemnity, Millers Mutual 
Fire of Fort Worth, Employers Casu- 
alty of Dallas and Employers Mutual 
of Wausau, Wis. 

FORMS ADJUSTMENT COMPANY 

Robert S. Landen, who has been in- 
land marine supervisor for the Western 
Adjustment & Inspection Co., has or- 
ganized his own company, to be known 
as the R. S. Landen Adjustment Co., at 
Columbus, Ohio. 


(Questions and Answers 


(Continued from Page 23) 


should the P. and L. 
alyzed ? 

2. Should a merchant who rents a 
portion of his building to a tenant in- 
clude the rental income in the cover- 
age of his business interruption insur- 
ance? 

Answered by H. Earl Munz, CPCU, 
chairman Eastern Agents Conference 
of the National Association of Insurance 
Agents. He said on No. 1 that the an- 
swer must be qualified. An accountant 
should be utilized in determining profits. 
He recommended that the agent ex- 


statement be an- 


amine the financial statement together 
with the accountant and assured when 
a Two Item Form is purchased. He 
stated that it was much better to get 
correct figures before, rather than after, 
a loss occurs. 

On question No. 2 Mr. Munz said 
“Yes” unless the merchant has a spe- 
cific rental policy. In the latter event 
he should exclude the cover by endorse- 
ment from the BI form. 

Results of Failure to Insure 

Question: What are some of the ef- 
fects of an insured’s failure to carry 
business interruption insurance ? i 

Frederick W. Doremus, manager- 
secretary of the Eastern Underwriters 
Association, said that generally an in- 
sured merchant goes out of business 
because of his failure to carry any BI 
insurance or an inadequate amount. He 
said that in business individual and 
partnerships predominate over big cor- 
porations and the former need this in- 
surance. When he had finished Walter 
A. Schaefer, prominent Newark agent, 
arose to state he feels companies should 
give agents still more information on 
general business statistics to help them 
sell BI risks. 

Seasoned Risks 

Question: 1. A fire early in Decem- 
ber damages a cannery specializing in 
tomato products. Repairs can be made 
in 90 days. The insured claims loss of 
fixed charges incurred during the res- 
toration period. Can he recover such 
charges under a_ business interruption 
policy ? 

P. B. L. Carden, assistant general ad- 
juster, National Board of Fire Under- 
writers, stated that presumably, with a 
seasonal product, fixed charges would 
have already been earned in the sum- 
mer; therefore the assured would not 
be entitled to recover. But if fixed 
charges had not been fully earned, then 
he could recover. 

Availability of Books 

P. M. Winchester, general manager, 
Eastern department, General Adjust- 
ment Bureau, was asked if an assured’s 
books were not available would he lose 
his right of recovery. He said that if 
an assured refuses to produce books 
which he possesses then an adjuster 
might reasonably become suspicious and 
delay settlement. But if books were 
destroyed in a fire then every effort 
would be made to reconstruct the fig- 
ures from various sources, and _ follow- 
ing that an adjustment could proceed. 
Asked also if a claimant is compelled to 
show his income tax return Mr. Win- 
chester answered in the negative but 
willingness to reveal a return is always 
desirable. 

Henry C. Klein, secretary, New York 
Underwriters, who was the speaker, 
took a question on contingent BI insur- 
ance and said this can be written with- 
out direct BI cover, although most is 
by endorsement to a BI policy. The in- 
surance would apply mostly to failure 
of public utilities to supply power when 
something has happened to the utility 
operations. 

Mr. Klein was also asked whether a 
dwelling house owner should carry ren- 
tal value and additional expense, or 
just one of these lines. He advised both 
coverages, stating that the rental value 
payment is based on what the damaged 
house would rent for normally—the 
capital return—while additional expense 
insurance takes care of hotel and other 
costs required when an assured can no 
longer use his residence. While these 
coverages may overlap. slightly Mr. 
Klein says they are distinct and sepa- 
rate. 
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Macduff Waging War 
On Traffic Violators 


FOR EXAMINATION OF DRIVERS 


N. Y. Motor Vehicle Commissioner Also 
Endorses Periodic Testing of Motor 
Cars; Addresses Local Agents 


Tames R. Macduff, Commissioner of 
Motor Vehicles of New York State, 
made a fine impression Tuesday in his 
vigorous address on the automobile acci- 
dent situation before the Association 
of Local Agents of the City of New 
York, Inc., at Downtown Athletic Club. 
The Commissioner made a hit when he 
declared his support in favor of Gov- 
ernor Dewey’s legislative program for 
semi-annual inspections of motor vehi- 
cles and state operated inspection sta- 
tions, which was defeated in the 1952 
legislature. He was hopeful that some 
definite action would be taken next year 
to put this worthwhile program into 


ffect. 

Mr. Macduff agreed witih the Asso- 
ciation of Local Agents that a program 
of examination of all car drivers every 
five years should be put into effect. In 
fact, he has it definitely in mind but, 
in response to the question put by 
Agent Alfred I. Jaffe, he explained: “It 
is difficult to know how to approach 
this problem. It would require at least 
400 motor vehicle examiners to put it 
into operation.” 

Tough on Violators 

The speaker left no doubt in anyone’s 
mind as to his determination to improve 
the automobile accident and fatality 
record in this state; a definite program 
is now under way. He has also demon- 
strated that he can be tough on vio- 
lators of the motor vehicle laws. Realis- 
tically he said that “we are faced with 
a serious accident problem on which 
we are making progress. In this con- 
nection he paid tribute to the “magnifi- 
cent cooperation” being received from 
the New York police department. 

The Commissioner gave cognizance to 
the sizable automobile insurance rate 
increases and the mounting cost of op- 
erating an automobile in this state. He 
said that if this trend continues even 
the cost of essential motor transporta- 
tion may soon approach _ prohibitive 
levels. Continuing he said: 

“The irony of all this waste and 
mounting cost is that it is paid on the 
altar of rank carelessness. It is paid 
because of the ‘hot rod’ irresponsibility 
of many of our drivers. It is paid be- 
cause of recklessness which runs the 
scale from momentary mental lapses to 
criminal foolhardiness. It is paid because 
of driving speeds utterly unsafe for road 
conditions; speeds which serve no use- 
ful purpose whatsoever.” 
Giving facts and figures, the Commis- 
sioner said that New York State now 
has more than 4,100,000 motor vehicles 
registered and over 5,600,000 licensed 
drivers. In addition, he felt that prob- 
ably no state has more out-of-state 
Motorists using its roads and highways. 
It must be expected,” he declared, “that 
the number of accidents will increase in 
direct Proportion unless we develop the 
offsetting factors of better enforcement 
of traffic laws, a greater respect for our 
highway laws and regulations, infliction 
of uniform penalties for violations, 
driver education and reexamination of 
drivers, more adequate highways and 
elimination of dangerous intersections. 

“The number of accident reports re- 
ceived in the Motor Vehicle Depart- 
ment has soared 587%—from about 100.- 
000 in 1925 to 686,991 in 1951. The num- 
ber of driver license examinations has 
Mereased 181%—from 429,961 when the 

(Continued on Page 34) 







N. Y. SURETY MANAGERS MEET 


Ermanntraut Named to Head Nominat- 
ing Committee; Election in Decem- 
ber; Speakers’ Bureau Hits Stride 
William R. Ermanntraut, American 
Surety Co., was named chairman of a 


nominating committee to select the 
1952-1953 official slate of the Surety 
Managers Association of the City of 


New York at the monthly meeting of 
that organization on October 27, at the 
Drug & Chemical Club. Associated with 
him on the committee are Donald F. 
Harned, Travelers Indemnity, and 
Thomas J. Murphy, Sun Indemnity. The 
committee will report in November with 
elections in December. 

It was announced that the fall season 
of the association’s speakers’ bureau had 
hit its stride with a number of speaking 
engagements filled and others scheduled. 
William Drew, Brooklyn manager for 
the Fidelity & Deposit, opened the sea- 
son on September 17, with an address 
before the Highland Park Kiwanis Club 
in Brooklyn. 

Others who spoke at business organiza- 
tion meetings were Harry D. Schmedes, 
American Surety, September 18, at the 
Marine Trades Association, New York 
City; Tracy A. Clute, Globe Indemnity, 
on September 19, at the Oyster Bay, L. I., 
Rotary, and Peter A. Zimmermann, the 
Surety Association of America Octo- 
ber 22 at Levittown, N. Y. 


Massachusetts Solons 


Would Revamp Auto Law 


The insurance of motorists rather 
than the motor vehicle is proposed by 
two members of the Massachusetts 
Legislature who would have a _ study 
made for revamping the compulsory 
motor vehicle liability law. Represen- 
tatives Francis J. Good and Walter 
J. Sullivan have filed with the clerk of 
the House of Representatives a proposal 
which would have a recess commission 
determine the feasibility of shifting the 
insurance in such cases. 

The commission would consist of two 
Senators, two Representatives and two 
representatives of insurance companies, 
as well as two licensed insurance agents 
and the Registrar of Motor Vehicles, 
the company men and agents being 
named by the Governor. The same 
philosophy has been proposed in the 
past to insure the driver instead of the 
vehicle. 


Surety Bond Producers 
Adopt Two Resolutions 


At the recent midyear meeting of 
the executive committee of the National 
Association of Surety Bond Producers, 
a resolution was adopted disapproving 
designation of a surety company or an 
agent by an owner and upholding the 
traditional right of the general con- 
tractor to secure his surety bonds for 
the performance of his work from the 
company or agent of his own choosing. 

The bond producers also adopted a 
resolution commending Edward R. Hig- 
gins, engineer of the Surety Association 
of America, for his recent address at 
the Centennial of Engineering of the 
American Society of Civil Engineers. 








PLAY SAFE! 
DRIVE 
A careless pass can result in a serious 


loss —on the Gridiron, a game —on 
the Highway, a life. 








,AREFULLY 


Play the game fairly — sportsmanship 


is as important on the road as it is in 
the stadium. 


Remember — accidents don’t always 
happen to the other fellow. Enjoy the 
game!...and live to see another! 


DRIVE SAFELY! DRIVE SENSIBLY! 
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AMA Insurance Division 
Will Meet in Chicago 


TO HOLD WORKSHOP EXHIBIT 








Speakers and Subjects Announced for 
Two-Day Conference, November 13- 
14; Schindler Heads Division 





Featured on the program of the in- 
surance conference of the American 
Management Association at the Drake 
Hotel, Chicago, November 13-14, will be 
the first Chicago insurance workshop 
exhibit. On display will be carefully 
catalogued material which will show how 
insurance departments handle loss re- 
ports, listing of policies, reports to man- 
agement, insurance purchase orders, in- 
surance certificates, manuals for man- 
agement and other phases of insurance 
administration. 

In addition, the American Mutual 
Alliance, Association of Casualty & 
Surety Companies, National Board of 
Fire Underwriters and Surety Associa- 
tion of America will show the most com- 
mon causes of losses in their particular 
fields and point out how these losses 
might be prevented. In each booth, 
executives will be on hand to answer 
questions. The exhibit, which will be 
open for the two full days of the con- 
ference, will be on the Walton Room 
stage. 

Schindler Will Preside 

Paul H. Schindler, manager, insurance 
department, Youngstown Sheet & Tube 
Co., Youngstown, Ohio, AMA vice presi- 
dent in charge of the insurance division, 
will preside over the opening session 
on Thursday morning, November 13, and 
the conference will be opened by Law- 
rence A. Appley, AMA president. 

Speakers and their subjects for that 
session are William K. Ousley, vice 
president, Boston Manufacturers’ Mu- 
tual Fire Insurance Co., on “Loss Pre- 
vention as a Factor in Insurance Costs,” 
and John F. Boehner, regional super- 
visor, Chicago metropolitan area, West- 
ern Adjustment & Inspection Co., on 
“Appraisal Techniques for Determining 
Insurable Values.” 

The afternoon session will feature a 
panel discussion on “Where and How 
to Buy Excess Insurance,” with Ray- 
mond Cox, insurance manager, Arabian 
American Oil Co., New York, as chair- 
man. Members of the panel are George 
E. Rogers, insurance manager Robert 
Gair Co., Inc. New York; Ben D. 
Cooke, director, B. D. Cooke & Part- 
ners, Ltd., London, England; Robert L. 
Braddock, executive vice president, Gen- 
eral Reinsurance Corp., New York, and 
Herbert P. Stellwagen, executive vice 
president, Indemnity Insurance Co. of 
North America. 

To Discuss Accounts Receivable 

A. R. Dahms, manager of insurance, 
A. O. Smith Corp., Milwaukee, will pre- 
side over the Friday morning session, 
where speakers will be Urban M. Lelli, 
secretary, Phoenix Insurance Co., Chi- 
cago, who will discuss “Accounts Re- 
ceivable and Destruction of Records In- 
surance,” and Edward R. Seese, regional 
manager at Chicago of the Metropolitan 
Life Insurance Co., whose subject will 
be “Continuation of Employe Insurance 
After Retirement.” 

Mr. Appley will be chairman of the 
Friday luncheon, when Alfred M. Best. 
president, Alfred M. Best Co. New 
York, will discuss “Rating the Financial 
Structure of Insurance Companies.” 

The subject of the Friday afternoon 
session will be “Dangers to Business in 
Contractual and Assumed Liability,” 
with Gene Mayfield, attorney, Pet Milk 
Companies, St. Louis, as presiding offi- 
cer. The subject is divided into three 
topics, with the following speakers: 
“Implications of Contractually Assumed 
Liability,” by Clarence B. Conklin, part- 
ner, Heineke & Conklin, Chicago; “Spe- 
cial Problems of Leases and Sidetrack 
Agreements,” by John M. Breen, third 
vice president, Lumbermens Mutual Cas- 
ualty, Chicago, and “Insurance Covering 
Contractually Assumed Liability,” by 
Edmund T. Sinott, vice president, C. R. 
Black Corp., New York. 
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“A merica Goes to the Polls” Exhibit 
At Travelers Viewed by Thousands 


Three officials of C. T Bowring and Co., 


Ltd., of London, visited the “America 


Goes to the Polls” Exhibit at the Travelers Insurance Cos. while making a tour 
of Hartford insurance companies. They are shown above with J. Doyle DeWitt, 
vice president and assistant to the president whose collection of presidential cam- 
paign memorabilia is on display. Left to right are: Mr. DeWitt, Leslie Curtis, 
assistant director, S. H. Buckenham, director and J. E. B. Skimming, assistant 
director. The Bowring firm and the officials are members at Lloyd’s. 


The “America Goes to the Polls” Ex 
hibit at the Travelers Insurance Cos. in 
Hartford, has been seen by more than 
11,500 people since it opened October 14. 

The display, the most complete collec- 
tion of creunhiuitin’ campaign memo- 
rabilia ever assembled, will be on ex- 
hibit in Court Hall in the 700 Main 
Street Building of the companies 
through Election Day, November 4 

Presented by the Travelers as a pub- 
lic service in sir i at with the na- 
tional effort to get out the vote, the 
display was aecnee by Governor John 
D. Lodge of Connecticut, Mayor Joseph 
V. Cronin of Hartford, and Jesse W. 
Randall, Travelers president. Opening 
day visitors included Governor Theodore 
R. McKeldin, Jr., of Maryland. 

The exhibit, comprising more than 10,- 
000 souvenirs of every srusiacadial cam- 
paign in America’s history, has at- 
tracted national as well as local atten- 
tion. Motion pictures taken for tele- 
vision have appeared on several news 
programs throughout the country and 
several metropolitan dailies have fea- 
tured picture layouts of the exhibit. 

A special brochure, ——- the high- 
lights of each campaign and containing 
pictures of some of the | items on display 
has been prepared by the public infor- 
mation and advertising ahem for 
distribution at the exhibit. 

Public response has resulted in two 
special evening showings to date. The 
exhibit is open daily Monday through 
Friday from 8:00 a.m. until 4:30 p.m. 


KY. MINE COMP. RATE CUT 

The recent pay increase granted coal 
miners has resulted in a reduction in 
workmen’s compensation rates, it was 
announced by Kentucky Insurance Com- 
missioner Spalding Southall, who said 
rates were based on a percentage of 
the payrolls of mining companies. The 
reduction is retroactive to October 1, 
when the United Mine Workers’ new 
contract raising the basic wage became 
effective. 


Governor John D. Lodge of Connecticut opened the “America Goes to the 
Polls” Exhibit at the Travelers Insurance Cos. in Hartford. He is pictured above 
at the WTIC microphone. At the Governor’s right is Governor Theodore R. Mc- 
Keldin, Jr., of Maryland, Jesse W. Randall, Travelers president, and J. Doyle 


DeWitt, vice president and assistant to the president. 


The exhibit, comprising 


more than 10,000 souvenirs of every presidential campaign in America’s history will 
be open through Election Day, November 4. Governor Lodge is speaking in front 
of the panel displaying buttons from Washington’s inauguration and material from 


the campaigns of 1792 and 1796. 





ISSUES MINNESOTA PAMPHLET 

A new edition of the Minnesota work- 
men’s compensation law pamphlet, which 
includes major changes in the law, has 
been published and is now ready for dis- 
tribution, the Association of Casualty 
and Surety Companies announces. 
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HONOR WILLIAM R. NICOLAI 


Head of Large Risk Division, Policy 
Service Department, F. & C., Observes 
50th Anniversary with Company 
William R. Nicolai, head of the large 
risk division of the policy service de- 
partment of the Fidelity & Casualty 
Co. of New York, a member company 
of the America Fore Insurance Group, 
celebrated his 50th anniversary of active 
and continuous service to the company 

on October 12. 

Mr. Nicolai joined F. & C. in the legal 
department and became associated suc- 
cessively with the cashiers and _ plate 
glass departments at the home office. 

In 1920, he entered the metropolitan 
office in charge of the renewal depart- 
ment and in 1927, became payroll audi- 
tor in the audit department. When the 
policy service department was formed 
in 1933, Mr. Nicolai was called upon to 
head the large risk division composed 
mainly of fleets and bus risks. 

To honor his 50th anniversary, Mr. 
Nicolai was entertained on October 15 
at a luncheon by the officers of the 
company, and in the evening at dinner 
by his many business associates and 
friends. 


Burglary and Glass Men 
Hear McCallum, Boycott 


The Burglary & Glass Insurance As- 
sociation of New York is holding its 
first fall meeting today, October 31, in 
the offices of the National Bureau 0! 
Casualty Underwriters. Speakers are 
Ralph McCallum, assistant manager ot 
the claim bureau of the Association ol 
Casualty & Surety Companies, whose 
subject is “Burglary Insurance Claims, 
and Colonel Cecil Boycott of the Metro- 
politan Casualty Co., talking on “Plate 
Glass Claims.” 


TWO OBSERVE ANNIVERSARIES 

Two members of the Hartford Accl- 
dent & Indemnity Co.’s field organiza 
tion will observe their 25th anniversaries 
with the company ee November 1. They 
are Mrs. Constance G. Smith of the In- 
dianapolis claim pikes and William 
Calhoun of the payroll audit department 
in the New Orleans office. 
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Motor Vehicle Officer 
Probes Judgment Fund 


MAKES ADDRESS AT BUFFALO 


Schwab, Dr. Meuhl and Brooks Address 
Joint Regional Meeting of Agents’ 
and Life Underwriters’ Groups 


A state fund for payment of unsatis- 
fied judgments arising out of auto acci- 
dents was suggested as the way to avoid 
compulsory insurance legislation, by 
Victor F. Veness of Albany, Deputy 
State Commissioner of Motor Vehicles. 

He spoke to about 300 insurance men 
from 14 western New York counties at- 
tending a regional meeting sponsored by 
the Buffalo Association of Life Under- 
writers and the New York State Asso- 
ciation of Insurance Agents. The ses- 
sion took place at Hotel Statler, Buffalo. 

Mr. Veness pointed out that the 
state’s safety responsibility law, passed 
in 1942, to make car owners conscious 
of financial responsibility to the public, 
has influenced motorists to buy insur- 
ance protection. 

Number of Insureds Increase 


“The number of insureds’ has_ in- 
creased from some 30% to more than 
0%,” he said. “In fact, more than 95% 
of the accident reports submitted to the 
Motor Vehicle Bureau now carry evi- 
dence of insurance coverage. 

“To those who say that compulsory 
insurance is the only alternative to clos- 
ing the gap to 100%, we must reply that 
this is not true. There is another al- 
ternative which appears to provide a 
satisfactory answer.” 

“Briefly, this consists of an unsatis- 
fied judgment fund from which pay- 
ments are made if a judgment is uncol- 
lectible. The fund is created by as- 
sessing motorists a fee, when registering 
their cars. In the Ontario plan, the ini- 
tial fee was fifty cents. It created a 
fund of about $600,000.” 

Mr. Veness emphasized that such a 
fund was no substitute for insurance 
because the judgment debtor is not per- 
mitted to escape his obligation. He is 
barred from operating or registering a 
vehicle until he repays the fund the 
amount due in the judgment, with in- 
terest at 4%. 


Schwab on Auto Rates 


Arthur L. Schwab of Staten Island, 
executive vice president of the New 
York State Association of Insurance 
Agents noted that auto insurance rates 
now are 40% to 60% above 1935 figures. 
But the cost of auto repairs have ad- 
vanced 200% to 300% and the cost of 
anew car has gone up 100% to 150% 
in the same period, he added. 

Speaking before the groups in the 
evening, Dr. E. W. Meuhl, associate 
professor of public speaking at Yale, 
said that insurance agents often talk 
in a language only they understand and 
lose customers because of their inability 
to get down to earth. 

Agents also often become insensitive 
to disaster because they are so accus- 
tomed to it and are unable to express 
their feelings in understandable words, 
he pointed out. 

Brooks on Unauthorized Carriers 

Before Mr. Meuhl’s talk, Walter F. 
srooks, Deputy Superintendent of the 
New York Insurance Department, dis- 
cussed ways in which unauthorized in- 
surance firms operate in the state. 

About $2,500,000 in premiums was han- 
dled last year by firms that do not meet 
the requirements set up by the State 
Insurance Department, he said, adding 
that about 75% of this business went 
to Lloyd’s of London. 


MAKES 3 NEW APPOINTMENTS 

Three new appointments are an- 
nounced by the American Mutual Lia- 
bility Insurance Co. Henry R. Sotter has 
been named district manager in the 
Philadelphia territory, Mark R. Stoudt 
Was appointed Pittsburgh district man- 
ager and Wilfred B. Cardis has been ap- 
Pointed to the position of resident secre- 
tary in the Indiana-Kentucky territory. 





BROADENS AIR TRIP POLICY 
AAU Provides Seu Tels Coverage for 


International and Domestic Flights; 
Doubles Limits to $50,000 

D. deR. M. Scarritt, manager of Asso- 
ciated Aviation Underwriters, announces 
that its international airline trip insur- 
ance policy has been broaglened to pro- 
vide round trip coverage at no increase 
in cost and that both its domestic and 
international policies will now provide 
$50,000 limit rather than the previous 
$25,000 limit. 

The new round trip coverage for in- 


ternational flights amounts to a 50% 
reduction for scheduled airline passen- 
gers flying on a round trip outside the 
United States, Canada, Mexico, Alaska, 
Hawaii, Bermuda and the West Indies. 
This is another of a long line of air- 
line trip insurance “firsts” by Associ- 
ated. It is a dramatic indication of the 
continually increasing safety of the 
scheduled airlines, at a time when other 
insurance is becoming more costly, for 
this group of 61 of the world’s largest 
insurance companies not only to double 
its catastrophe exposure worldwide, but 
to reduce the cost of international round 
trip coverage by one-half. 





Through a single insurance policy, 


you can be protected against financial loss 


due to the loss of money and securities 
from DisHoNnEsty, DESTRUCTION or 
DisaPPEARANCE. And it makes no 
difference whether any of these 3 D’s 
happens on or off your premises. 


Your American Syrety Agent will fit this 


“*3-D” policy to the exact needs of your 


business. Play safe—phone him today! , / 


For the best in protection— 


call your American Surety Agent! 


HMERICAN SURETY 


100 Broadway, New York 5, N. Y. 
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... but your insurance 
agent can save you from 
the consequences! 





One of a series appearing in business 
and consumer magazines—designed to 
help our agents secure new business. 
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Texas Comp. Writers 
Ask 19.7% Increase 


MATTER UNDER ADVISEMENT 





Program Involves Refinement of Rating 
Formula and Advancement of Effec- 
tive Date to December 1 


Writers of workmen’s compensation 
insurance in Texas, who normally are 
at odds over remedial programs, have 
jumped into the same bed this year by 
unanimously voicing their “me too” de- 
sires for an over-all 19.7% rate increase 


at a public hearing before the Texas 


Board of Insurance Commissioners in 
Austin, October 23. 
Furthermore, their joint program in- 
chides a development or a refinement of 
formula through ap- 


the state’s rating 


plication of a so-called rate level ad- 


justment factor in lieu of the present 
wage level factor and also an urgent re- 
quest that the effective date of the new 
rates be advanced to December 1, in- 
stead of the customary February 1, for 
the primary purpose of shortening the 
lag between experience figures and their 
application to risks. 

Spokesmen for buyers, while gener- 


ally admitting that rate increases seem 
to be necessary, were solidly in opposi- 
tion to advancing the effective date to 
December 1 and they urged, insofar as 
their several businesses were involved 
in proposed changes, that the board 
“closely scrutinize” figures affecting 
their classifications before ordering “too 
large an increase” in rates. 


Problem Under Advisement 


The Texas board, as usual, has taken 
the problem under advisement, after be- 
ing advised that a proper solution of 
the crisis involves not only the granting 
of adequate rates but also the mainte- 
nance of a market for compensation 
risks and recognition of various factors 
that grow out of the social nature of 
workmen’s compensation insurance. 

Concurrent with the hearing the board 
released its experience figures, which in- 
cluded the following totals: Premiums 
at present collectible rates for policy 
year 1950 and 1951—$104,696,648—and a 
combined loss ratio of 65.4%, with the 
loss ratio increasing to 67.2% in 1951 
and 63.4% in 1950; standard earned pre- 
miums for calendar year ending June 
30, 1952, of $64,602,801, with incurred loss 
ratio of 70.7%. 

The data showed that, on the basis of 
the policy years’ experience, an 18.5% 
over-all increase was indicated in the 
manual rate level. Then the board ap- 
plied the proposed new rate level ad- 
justment factor, which is described as 
a “package” factor that includes trends 
in the wage level, medical costs, indem- 
nity costs and accident frequency. The 
resulting over-all rate increase thereby 
becomes 19.7%, divided as follows by in- 
dustry groups: Manufacturing, 14%; 
contracting, 24.1%; oil, 22.3%, and all 
other industries, 17.2%. 

Leslie, Jr., Represents National Council 

Those pleading for rate increases at 
the earliest possible date included 
spokesmen for the National Council on 
Compensation Insurance, the Texas Em- 
ployers Insurance Association, which 
writes in excess of 25% of the compen- 
sation business in the state, and a dozen 
individual stock and mutual carriers. 
The principal witnesses were: William 
Leslie, Jr., National Council, on Com- 
pensation Insurance; A. F. Allen, presi- 
dent, and G. W. Greathouse, vice presi- 
dent, Texas Employers; Stoddart Smith, 
American Associated group; C. | 
Haugh, Travelers; J. L. Barter, Hart- 
ford Accident & Indemnity; H. f 
Yount, Liberty Mutual; C. E. Archibald, 
Employers Mutual Liability; Karl Va- 
sen, Houston Fire & Casualty; R. C. 
Stewart, Commercial Standard, and Sam 
R. Johnson, Great American Indemnity. 
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New Service Office Is 
Opened in California 


OBJECT IS TO INFORM PUBLIC 


Sager Is Executive Secretary of New 
Western Insurance Information Serv- 
ice, Formed by Casualty Companies 


The public relations and educational 
efforts of the casualty insurance industry 
in California will be coordinated by a 
new organization known as Western In- 
surance Information Service. 

Participation in the new and continu- 
ing program is open to all segments of 
the industry. Cost for each company op- 
erating in California will be based pro- 
portionately on total casualty insurance 
writings in the state. 

Principal objective of the organization 
is to inform the public of the business 
of casualty insurance, its functions and 
services, so that the business will be 
better understood; and as a result, the 
position of the industry as a free and 
private enterprise system of operation 
will be strengthened. 

Evolved From Resolution 


Although the need for a public rela- 
tions program has been discussed by in- 
dustry members in recent years, the 
present program immediately evolved 
from a cenol lution passed unanimously by 
members of the Pacific Insurance & 
Surety Forum at Santa Barbara, 
March 13. 

The resolution read: “That the chair 
appoint as many members as it deems 
necessary from the California companies 
to go into the subject of a safety council 
and public relations and to form any 
such organization as they may see fit 
to carry the subject to a conclusion, and 
to include in the committee anyone in 
the industry or in other industries with 
similar interests.” 

Nine companies have advanced funds 
in order to get the program underway. 


Will Distribute News Releases 
Activities of the Western Insurance 
{[nformation Service will include distribu- 


tion of news releases throughout the 
state of California to daily and weekly 
newspapers, radio and television and 


trade press; the direction of a statewide 
speakers bureau with speakers culled 
from personnel of member companies for 
appearance before service clubs, associ- 


ations and unions; direct mail and adver- 
tising campaigns through agents and 
agents’ associations; monthly bulletins 


for member employes and semi-monthly 
idea and newsletters to executive leaders 
of the member companies. 

Western Insurance Information Serv- 
ice, with Donald F. Sager as executive 
secretary, is located in Los Angeles. 


Davis Conn. Special for 


Aetna Insurance Group 
Appointment of Donald B. Davis as 
special agent in Connecticut for the 
Aetna Insurance Group is announced by 
Vice President Henry P. Latham, Mr. 
Davis succeeds Special Agent James A. 
Carpenter who resigned to become as- 
sociated with a large Connecticut insur- 


ance agency. 

Mr. Davis joined the home office of 
the Aetna in 1950 shortly after his 
graduation from Trinity College in 


Hartford. He has worked in the various 
departments of the home office as well 
as in the company’s Buffalo, N. Y. 
office. A native of West Hartford, 
Conn., Mr. Davis is a graduate of the 
Aetna’s multiple line training school. 

In his new position, Mr. Davis will 
be associated with State Agent Clifton 
B. Austin with headquarters in the home 
office in Hartford. 


CAMDEN AGENTS MEET 


S. Gage Lewis, assistant manager, 
Fire Insurance Rating Organization of 
New Jersey, addressed the Camden 
County Insurance Agents Association 


on October 27 on the one-write policy 
which is soon to be used in New Jersey. 





C.& S. Association Well Represented 
By Executives at Safety Conferences 


business advisory and official coordina- 
tion committees of the conference. Mr. 
Randall delivered one of the main ad- 
dresses at the first session of the an- 
nual meeting of the National Safety 
Council on October 20. 


Heard Helped to Plan Meeting 


Manning W. Heard, president of the 
Association of Casualty & Surety Com- 
panies, and vice president, Hartford Ac- 
cident & Indemnity Co., was among the 
numerous association and member com- 
pany executives who helped to plan the 


Member company executives and staff 
members of the Association of Casualty 
and Surety Companies were among 
representatives of the stock casualty in- 
surance industry who took an active 
part in the National Safety Congress of 
the National Safety Council and in the 
1952 President's Highway Safety Con- 
ference which immediately preceded the 
annual congress sessions concluded in 
Chicago on October 23. 

Among the industry’s safety leaders 
who had prominent roles in the meet- 
ings were Harold P. Jackson, president, 


Bankers Indemnity Insurance Co.; Jesse Chicago meeting of the President’s Con- 
W. Randall, president, Travelers "Insur- ference. He was on its operating com- 
ance Co., and Robert I. Catlin, vice mittee and also active in the work of 
president, Aetna Casualty & Surety Co. the program and planning committee, 
Mr. Jackson, chairman of the associa- as were Mr. Jackson and Paul H. Blais- 
tion’s accident prevention department dell, public safety director of the asso- 
advisory committee, and Mr. Catlin had ciation’s accident prevention depart- 
dual roles, being active in both safety ment. Mr. Blaisdell also was secretary 


of the conference’s committee on safety 


meetings. Mr. Jackson was chairman 
organization, on which John V. Grim- 


of the committee on safety organization 


of the President’s Conference and also aldi, assistant manager of the associa- 
delivered the closing address of the  tion’s accident prevention department 
Congress Traffic Section meeting on Oc- also served. Wallace Falvey, president, 


Massachusetts Bonding & Insurance So:, 
was a member of the conference’s public 
support committee. 

Others active in the conference were: 


tober 23. Mr. Catlin participated in the 
Congress Traffic Section’s panel sections 
on accident records at the opening meet- 
ing on October 20, and served on the 





Insurance Companies 


something about it 


Through the Association of Casualty & 
Surety Companies, an institution main- 
tained by II0 stock insurance companies, 
driver-education courses have been given 
to nearly 4,000,000 high school students. 
About 10,000 teachers of driver-education 
for schools and colleges have been trained, 
and a half-million copies of the Associa- 
tion’s driver-education textbook, “Man 


and the Motor Car,” have been distributed 
since 1942 and are now in use in approxi- 
mately 6,000 high schools throughout the 
United States. 
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M. J. Pitre, secretary, Fidelity & Casy- 
alty Co. of New York; Charles J. 
Haugh, secretary, compensation and lia- 
bility department, Travelers Insurance 
Co.; A. W. Meinke, Indemnity Insyr- 
ance Co. of North America, and Robert 
Allen, traffic engineer of the associa- 
tion, on the accident records committee; 
Thomas N. Boate, accident prevention 
department manager, on the national 
committee on uniform traffic laws and 
ordinances, and also on the conference's 
enforcement committee subcommittee on 
police; Raymond Caverly, America Fore 
Insurance Group, on the same commit- 
tee’s subcommittee on courts; Gilbert 
Kerr, vice president, America Fore In- 
surance Group, on the committee on 
motor vehicle administration; Price 
Clark, the association’s educational di- 
rector, on the education committee; Mr. 
Heard and Harold K. Philips, ACSC 


public relations department manager, on 


the committee on public information, 
and Emerson H. Westwick, Chicago 
field representative of the ACSC acci- 


dent prevention ina iy on the laws 
and ordinances committee 


Hanau Is General a 


Walter L. Hanau, assistant superin- 
tendent, engineering department, Fi- 
delity & Casualty Co. of New York, 


served at the Congress as general chair- 
man of the power press and forging sec- 
tion, of which he is president. Warren 
A. Cook, director, division of industrial 
hygiene and engineering research, Zur- 
ich General Accident & Liability Co, 
participated in an industrial nursing sec- 
tion panel discussion on the impact of 
temporary disability on industry on Oc- 
tober 21. 

Dr. Herbert J. Stack, director, Center 
for Safety Education at New York Uni- 
versity, spoke in a symposium on re- 
search in driver education at a group 
meeting on October 22, conducted by 
the NSC’s driver education section. 


Gaffney’s Removal in N. J. 
Sought by T. James Tumulty 


T. James Tumulty, Jersey City attor- 
and a former New Jersey Assem- 
turned attention to 
Commissioner Warren 


ney 
blyman, has 
State Insurance 
N. Gaffney, after holding hearings with 
key people of National Bureau of Casu- 
alty Underwriters on the justification 
for the automobile liability rate in- 
creases in New Jersey over the past two 
years. 

Mr. Tumulty has now filed papers 
with Governor Alfred E. Driscoll de- 
manding the removal of Commissioner 
Gaffney for allegedly tampering with 
official state documents. In so doing he 
has utilized for the first time the pro- 
visions of the state’s new constitution 
for removal of State Department heads 
George A. West, also a Jersey City law- 
yer, joins with Mr. Tumulty in a demand 


his 


to Governor Driscoll that Attorney- 
General Theodore D. Parsons be di- 
rected to start suit to recover in the 


name of the state—and to be distributed 
to each and every insured motorist of 
the state—the millions of dollars col- 
lected by the insurance companies “‘lle- 
gally because of lack of proper legal 
orders to give the companies the right 
to charge increased rates.’ 

3asis for the Tumulty-West demand 
that Mr. Gaffney be removed from office 
is the charge that he altered official 
documents pertaining to the automobile 
rate increases. Claiming that the Com- 
missioner admitted that he altered such 
documents on or about September 9, 
1952, Tumulty declares that “this ad- 
mission in effect confirms the fact that 
no legal orders existed approving recent 
and past raises in auto liability insur- 
ance rates.” Since such is the case he 
holds that “the increases were invalid 
and the monies collected thereby should 
be returned to policyholders.” 

A spokesman of the National Bureau 
said Wednesday that Tumulty’s removal 
demand is “based on a pure techni- 
cality. 
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; pid What was the sinister secret of this particular staircase? mirror,” he said. ‘The ladies won’t like it, but maybe 
y Why did it pick girls only for its victims? they’ll watch their feet instead of their faces.’’ Simple 
It looked innocent enough —a perfectly ordinary — but it worked. The falls stopped. The case was 
staircase in a well-maintained department store. But solved. 
the record was clear — a long succession of falls, bruises, You probably will never face just this problem. But 
1 broken legs and cracked collarbones sustained by the the chances are there will be many occasions when the 
l ty store’s salesgirls on that one flight of stairs. broad experience, specialized training and objective 
ttor- Time after time, the girls were cautioned to be more viewpoint of A&tna Loss Prevention Engineers can 
mien careful. The store’s safety committee examined the prove invaluable to you. 
1 to Expert in mechanical, construction, chemical, elec- 


stairs again and again, but could find no explanation. ; : : 
As the Company carrying the store’s insurance, tna trical and automotive safety, 225 A2tna Engineers have 


with i i i iminati 

was concerned by the problem, and an AStna Loss built an enviable record of spotting and eliminating 
asu- ; : a out-of-the-ordinary hazards. But they don’t stop there. 
‘ Prevention Engineer was assigned to the case. : : 

tion E : a il d h They reduce human causes of accidents, too, with an 
: wteene™ = ES Saee Sea — —— outstandingly successful arsenal of educational aids — 

ical causes of accidents, he went over the staircase care- including full-color motion pictures, posters, manuals, 
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fully. The lighting was good. The treads and handrails booklets, action displays and demonstrations. 

= seemed perfect. The landing was wide and covered If your company is insured by the tna, these trained 
ner with a non-slip surface. men will gladly work with you on any loss prevention 
with Then he noticed a full-length mirror on the landing problem. You will find their experience helpful not only 
xr he where the salesgirls could check their grooming after in reducing accidents and lowering insurance costs but 
hel leaving a nearby washroom. ‘‘Let’s get rid of that also in increasing production. 
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Coordinating Committee 
Holds Chicago Meeting 


DISCUSS DI SA BILITY LINES 


Four Organizations Represented at Con- 
ference; Consider Health Insurance 
Council; O’Connor Makes Report 

Activities in the accident and health 
insurance field of mutual interest to 
agents and companies were discussed 
at a meeting of the Disability Insurance 
Coordinating Committee in Chicago re- 
cently. 

The Disability Insurance Sales Course 
of the International Association of Ac- 
cident & Health Underwriters has been 
presented at 17 colleges and _ universi- 
ties since its inception a year ago, 
John G. Galloway, Provident Life & 
Accident representative at Birmingham, 
\la., and president of the International 
\ssociation, reported Mr. Galloway 
said the course has been received most 
favorably by colleges and universities, 
and the International Association be- 
lieves that there are great possibilities 
for extension of the course in the fu- 
ture. He urged that both companies 
and agents support the course. 

The activities of the Health Insurance 
Council and its programs developed 
with hospitals and doctors were de- 
scribed, including the group hospital ad- 
mission plans for persons with group 
hospital insurance. 

Hears O’Connor Report 

Other subjects discussed by the com- 
mittee included activities of the Inter- 
national Association of Accident & 
Health Underwriters and the accident 
and health committee of the National 
Association of Life Underwriters. The 
group also heard a report on the latest 
developments in Federal and state legis 
lative fields by Ek. H. O’Connor, manag 
ing director, Insurance Economics So- 
ciety of America 

Organizations represented at the com- 
mittee meeting were the International 
Association of Accident & Health Un- 
derwriters, Health & Accident Under- 
writers Conference, National Associa- 
tion of Life Underwriters and the Life 
Insurance Agency Management Associa- 
tion. Chairman of the committee is 
Carl Ernst, North American Life & 
Casualty representative in St. Paul and 
past president of the International As- 
sociation. 

The committee was formed some vears 
ago to coordinate the interest of the 
agents and companies for the develop- 
ment of accident and health insurance 
as a public service. 


Producers of National Accident & 
Health Insurance Co. of Philadelphia 
made a special production effort in Oc- 
tober to write ten new paid-for applica- 
tions..in honor .of Joseph B. Treusch, 
vice president, who observed his first 
anniversary with the company. 

Thorn W. Mock, National’s president, 
in a special message appearing in the 
October “National Accident Review,” 
expressed his appreciation for the fine 
response already received. and urged 
that the producers exert their best ef- 
forts in Mr. Treusch’s honor “so that 
he will feel that his tireless efforts to 
help you sell more policies and make 
more commissions are appreciated.” 


INSURES POLITICAL CANDIDATES 

The Continental Casualty Co. an- 
nounces that it is protecting campaign- 
ers of both major political parties 
against the hazards of travel during the 
current presidential election campaign. 
In addition to the candidates for presi- 
dent and vice president, a number of 
campaigners for both political parties 
are covered. 


Indiana A. & H. Assn. 


; : 
Discusses Franchise 

Franchise is a coming field that will 
open up a new area of business for any 
agent or agency which goes into it, 
members of the Indiana A. & H. Under- 
writers Association were told on Octo- 
ber 13, at luncheon meeting in Indiana- 
polis. 

Pat Green, manager of the franchise 
department of Sterling’s Indianapolis 
agency, told association members that 
franchise has four big advantages: It 
can be serviced easier than individual 
plans and results in more leads; it can 
be sold on either a package or a se- 
lective basis, in contrast to true group, 
which can be only a package; it can be 
handled on a payroll basis or an indi- 
vidual premium basis; and it is highly 
profitable in volume. 

The speaker warned against “selling 
anything and everything” as franchise. 
No plan is legally franchise unless there 
is at least a memorandum agreement 
with the employer or emplove group 
setting forth the coverages offered un- 
der the plan, he pointed out. 


Staten Island Agents 
Sponsor Driver Course 


A refresher course for adult drivers is 
currently being offered free of charge 
by the Richmond County Association 
of Insurance Agents and the Staten 
Island Kiwanis Club in cooperation with 
the Greater New York Safety Council. 
The first of four two-hour sessions was 
held Wednesday evening, October 29, 
with the others to follow on successive 
Wednesdays. The curriculum includes 
lectures, discussion periods, motion pic- 
tures, driver testing for vision, reaction 
time and responses to emergency situa- 
tions, general rules of the road, local 
traffic regulations and safety attitudes. 
An experimental course of this nature 
was offered last winter in Brooklyn. 

Instructors for the course will include, 
in addition to traffic policemen, experts 
from the State Motor Vehicle Bureau, 
driver education teachers from the city’s 
high schools, and faculty members of 
the New York University Center for 
Safety Education. The course does not 
include behind-the-wheel practice. 

Einar G. Johnson, president of the 
Richmond County Association, said the 
free instruction was, in part, an effort 
by the insurance industry to counteract 
the rising tide of personal injury and 
property damage claims that have sent 
the automobile owners’ insurance costs 
steadily upward. 
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V-J Day Tribute to 
Messrs. Vogel and Jans 


IN CONT’L CASUALTY SPOTLIGHT 


Intermediate Division Agents Produce 
1,000 Apps. for $100,000 of Pre- 
miums in Their Honor 


Robert Vogel and John Jans, who 
share the responsibility for running the 
intermediate agency division of Conti- 
nental Casualty and have done so since 
January 15, 1952, were given a surprise 
luncheon recently in Chicago at which 
they were presented “on a silver plat- 
ter” with over 1,000 applications or 
$100,000 of projected premium volume. 
This sizable amount of production, re- 
ceived in one day—appropriately called 
V-J Day—represented the largest pro- 
duction day in the intermediate divi- 
sion’s history. The agents thus gave 
substantial recognition of the job ac- 
complished by Messrs. Vogel and Jans 
in ten months’ time. , 

Armand Sommer, who ran the inter- 
mediate division of Continental until his 
promotion early this year to executive 
assistant vice president of the com- 
pany’s A. & H. departments, presided 
at the luncheon as master of ceremonies, 
Sixty-five people attended and among 
the honor guests were Louis C. Mor- 
rell, vice president; F. J. Stich, execu- 
tive assistant vice president, and R. F, 
McDonald, chief of A. & H. operations, 

The idea for the V-J Day tribute was 
conceived by Helen Johnson and Katy 
Norberg, two key employes of the in- 
termediate division. After getting the 
“go-ahead” from the management they 
lost no time in sending out personal 
letters to leading producers of inter- 
mediate business by way of building 
up their interest. The first carried a 
“we need vour help” appeal in which 
the emphasis was placed on the tireless 
work of Messrs. Vogel and Jans this 
vear on behalf of their intermediate 
family—both in the home office and 
field. The second, signed by Armand 
Sommer, and written in an appreciative 
vein, requested that the producers make 
“that little extra effort.” The response 
was overwhelming. 

The “thank you” letter sent to the 
producers following the luncheon’ by 
Messrs. Vogel and Jans was indicative 
of their wholehearted appreciation for 
the V-J Day tribute. Misses Johnson 
and Norberg also got a thrill of accom- 
plishment and pleasure in their own 
“thank you” to the men in the field. 


MacLEOD IS NAMED DIRECTOR 
N. Y. Insurance Society Elects New 
Amsterdam and U. S. Casualty 
Officer to Succeed Walter Owens 
Vincent Cullen, president of the In- 
surance Society of New York, Inc., an- 
nounces the election of Elmer J. Mac- 
Leod as a director of the society. Mr. 
MacLeod, vice president of the New 
Amsterdam Casualty Co. and the United 
States Casualty Co., was elected at the 
last meeting of the society’s board of 
directors to fill the vacancy which was 
created by the death of W. D. Owens. 
Mr. MacLeod was born in Baltimore 
County, Maryland, and attended public 
schools in Baltimore County, the Mary- 
land Institute, and the University of 
Maryland, Baltimore. Prior to joining 
the New Amsterdam Casualty Co. in 
1920 as superintendent of its engineer- 
ing department, he was employed as a 
mechanical inspector with the Baltimore 
& Ohio Railroad and with U. S. F. & G. 
He is presently representing New 
Amsterdam Casualty Co. on the execu- 
tive committee of the National Bureau 
of Casualty Underwriters; Casualty Ad- 
visory Council of the United States Air- 
craft Insurance Group; Eastern Auto- 
mobile Committee of the National Au- 
tomobile Underwriters’ Association; and 
on the executive committee of the Casu- 

alty Reinsurance Association. 

Mr. MacLeod is past president of the 
Casualty & Surety Club of Baltimore, 
and is a member of the Rolling Road 
Golf Club, Catonsville, Md. 
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ANY MINUTE NOW, you may 
be nominated to defend yourself against a damage 
claim. It only takes a simple thing to put your name 
up. Your guest slips on a rug. Your golf ball hits an- 
other player. Or your dog bites a neighbor. 

Every day, liability claims for personal injuries or 
property damage cut into people's savings. ..attach 
their salaries... force them to mortgage their homes 
or other possessions. Don’t you get elected to pay a 
five-figure claim. Protect yourself with The Maryland 


‘‘Unforeseen events ...need not change and shape the course of man’s affairs” 





Comprehensive Personal Liability Policy. 
For as little as $10 a year, this policy protects you 


in the countless everyday accidents which may in- 
volve you or any member of your family. All legiti- 
mate claims against you are paid. If you are sued, 


all legal and court expenses are paid as well. 


See your Maryland agent or broker today. It may 


save you money tomorrow. Remember: because your 
Maryland agent knows his business, it’s good business 


for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


All forms of Casualty Insurance, Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & brokers 





Here is the newest in the series of attention-getting advertisements designed to help 


Maryland agents and brokers sell more Personal Liability policies. 
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O’Connor in Statement 
On Mass. Auto Problem 


CALLS DEFICITS STAGGERING 
Says Compulsory Rates Have Been 
Woefully Inadequate to Meet Emer- 


gency; Points to Loss Experience 


John O’Connor, executive secretary of 
the Casualty Insurance Companies Serv- 
ing ne Feo in a statement ex- 
plains why the companies handling com- 
pulsory automobile insurance have be- 
come selective in issuing 1953 coverage 
in areas where accident and loss ex- 
perience has been consistently bad. 

“These staggering deficits explain not 
only why the companies are reluctant 
to write 1953 business on which they 
know they are going to lose even more 
money,” said Mr. O’Connor. 

“They also explain, clearly and ruth- 
lessly that the Massachusetts compul- 
sory insurance rates have been woefully 
insufficient to meet an emergency which 
involves every motorist—the disastrous 
rise in motoring accidents plus the enor- 
mous increase in the cost of satisfy- 
ing claims arising from those accidents, 
due to inflation, over generous jury 
awards and other factors.” 


Motoring Accidents Soar 


Mr. O’Connor called attention to the 
fact that motoring accidents have been 
soaring to unprecedented levels’ in 
Massachusetts, that casualty insurance 
companies have suffered record losses 
running well above $16,000,000 in provid- 
ing compulsory (bodily injury) insurance 
to the state’s motorists in the years 
1949-50-51. and indications point to an- 
other all-time deficit of about $8,000,000 
for the present year, or a total four-year 
loss of nearly $25,000,000. 

The insurance companies, under the 
existing system, have no voice in de- 
termining the Massachusetts compul- 
sory rates. The law designates the 
power to State Insurance Commissioner 
Dennis E. Sullivan, who has not yet 
announced his tentative rates for 1953. 


PRESENTS REINSURANCE PLAN 
North America Proposes to Make Op- 
tional Instead of Mandatory Reporting 
of Excess of Loss Reinsurance 
A new proposal to make optionz al, in- 
stead of Far wenger od the reporting of 
“excess reinsurance” as a sepa- 
rate baie entry in the annual state- 
ment was presented by the Insurance 
Co. of North America to a special NAIC 
subcommittee at its meeting in Chicago 


loss 


last week. 
John A. Diemand, Jr., representing 
North America, read a prepared state- 


ment to the subcommittee of the blanks 
committee headed by Joseph R. Glen- 
non, chief deputy of the Illinois Insur- 
ance Department. Other committee 
members present were Charles S. Laz- 
William C. Bruce, 


arus, Pennsylvania; 
California; and L. H. Sanford, Michi- 
gan. John R. Lange, Wisconsin Com- 
missioner, also attended. 

Mr. Diemand admitted his organiza- 
tion’s original proposal—to report and 


record excess of loss reinsurance sepa- 
rately in the annual statement and in 
the expense exhibit, and to establish a 
special reserve therefor, “has not been 
widely accepted in its present form.” 
He said there was no wish to force the 
adoption of his company’s views upon 
the industry, and that there was no 
objection to the committee’s adoption of 
the optional basis suggested by the in- 
dustry committee named to consider the 
entire matter. 

The industry committee 
mitted following a meeting, 
1952, stated that “from the sentiment 
expressed, it was evident that the vast 
majority of carriers would strongly re- 


report, sub- 
October 9, 


sist a mandatory requirement...” for 
such reporting. “However,” the state- 
ment continued, was further evident 


that there would be little or no opposi- 
tion if the method of reporting .. . was 
left on an optional basis with each in- 
dividual company.” 


Macduff Wages War 


(Continued from Page 27) 


bureau was first established to 1,209,109 
last year. License suspensions and revo- 
cations were up 1,151%—from 10,899 in 
1925 to 136,306 last year.” 

Mr. Macduff then brought out: “With 
the splendid cooperation afforded by the 
law enforcement agencies and the traffic 
and other courts, the convictions filed 
in the Motor Vehicle Bureau during 
1952 will reach an all-time high without 
any doubt.” 

Objectives of His Department 

The Commissioner enumerated the ob- 
jectives of his department in coping 
with the automobile accident problem, 
saying: “We are attacking and elim- 
inating many of the fraudulent practices 
whereby licenses and registrations have 
been obtained by those not qualified or 
otherwise not legally entitled to these 
privileges. 

“Our further aim is to insure a speedy, 
effective enforcement of license and 
registration suspensions and revocations, 
based on driving records, convictions 
and failure to comply with the safety 
responsibility law. 

“Even prior to initiation of steps now 
being taken to strengthen our adminis- 
trative structure we acted to stop license 


forgeries. We have instituted a new 
validation system which is now in gen- 
eral use. Under it we employ hand- 


engraved plates in our numbering ma- 
chines, code numbers cut into the license 
and the state seal reproduced. Thus, 
we now have a_ validation which can 
be duplicated only at great pains and 
considerable expense. If the new valida- 
tion is forged, the violator faces a 
felony charge because of the inclusion 
of the state seal.” 
New Investigation Unit 

By way of setting into motion the bu- 
reau’s reorganization program the 
speaker pointed to two other important 
steps that have been taken. These are 
(1) establishment of a special investiga- 
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tion unit within the bureau to attack 
fraud in whatever form it appears. 
Through arrangement with the New 
York police department, a special detail 
of police has been assigned to the task 
of enforcing license suspensions and rev- 
ocations, and Mr. Macduff said: “They 
are doing an outst anding service.” He 
reminded his audience in this connection 
that the motor vehicle bureau has no 
police powers. “We must rely entirely 
on the various police agencies,” he said, 
“to step in and act where suspended 
drivers and owners fail to comply volun- 
tarily with the bureau’s orders.” 


Point System in Effect Since May, 1951 


At this point the Commissioner re- 
iterated that “we are proceeding vigor- 
ously with our program of action against 
bad drivers. We have had a point sys- 
tem in effect in New York since May, 
1951, for dealing with persistent vio- 
lators. Under this system a driver is 
charged with one or two points for 
each conviction depending on the of- 
fense. When there is an accumulation 
of six points within two years or eight 
points within any period of time, the 
driver is summoned for a hearing before 
a motor vehicle referee and the hearing 
usually results in a suspension. 

“The fear of the penalty imposed for 
motor vehicle infractions and violations 
may not be sufficient to deter many 
drivers. Therefore, we must win public 
support of this campaign to create re- 
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spect for the law and the rights of other 
highway users. It seems to be that we 


must reestablish a full, wholesome re- 
spect for the driver license and the 
privileges it implies, and at the same 


time, a greater respect for the processes 
of traffic law enforcement.” 


Upholds Safety Responsibility Law 

Before closing Mr. Macduff demon- 
strated his ey ep of the present safety 
responsibility law in New York by say- 
ing: “This law has been in effect since 
1942 and has proved itself as extremely 
persuasive toward insurance protection. 
It is generally conceded that the law 
has accomplished its chief objective in- 
as much as the number of insured 
drivers in the state has increased from 
some 30% to over 95%.” 

The speaker then noted that the bu- 
reau’s report of last August disclosed 
that out of 54,063 individual accident 
rerorts received, 51,704 were properly 
insured which is approximately 96% of 
the total. Nevertheless, he senses as do 
the insurance people some dissatisfac- 
tion from people who contend that any 
person sustaining injury or damage 
should be guaranteed a means of re- 
covery. Because of the gap _ between 
96% and 100% which, by some method 
must be filled, the agitation exists for 
compulsory automobile insurance. Mr. 
Macduff indicated that he was not in 
favor of such a law. 

However, he gave his listeners a close- 
up view of the Ontario province unsat- 
isfied judgment act upon which North 
Dakota has patterned its act. He also 
called attention to the New Jersey act 
which will not become effective until 
1955. Between now and then the state 
will build up a fund by assessing the in- 
sured car driver one dollar, the unin- 
sured driver three dollars and requiring 
insurance company participation. 

Mr. Macduff made clear that he did 
not advocate an unsatisfied judgment act 
for New York State but merely wished 
to pass along a few ideas to insurance 
people about its operation in other 
areas. He was introduced by David Mc- 
Falls, president of the association. 


RONALD MacNEIJ. DIES 
Ronald MacNeil, 75, of Quincy, Mass., 
retired claim adjuster for the Liberty 
Mutual Insurance Co., died October 24, 
in a Quincy hospital. He is survived by 
his wife and a son. 


Big Bill 
(Continued from Page 17) 


and even a record crossing of the At- 


lantic. A print showing the first trans- 
continental train, “Across the Conti- 
nent,” was copy righted and published in 


1868 whereas the last spike in the rail- 
road making spanning of the continent 
possible was not driven until 1869. The 
famous partners also did many fishing, 
hunting, and traffic prints while scenes 
in the home were also included in their 
work. With few exceptions Currier and 
Ives prints were lithographed in black 
ink, hand-colored on a production line 
basis by a crew of colorists. Currier and 
Ives establishment was on Nassau Street, 
New York. : 

The book edited by Mr. Simkin_1s 
called “Currier and Ives’ America.” He 
has written a long and intensely inter- 
esting preface to the volume. The book 
is published by Crown Publishers, Inc, 
419 Fourth Avenue, New York. 
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Have you sold 
much peace of mind lately? 


The answer should be “Yes”... 


And it’s so easy to show prospects how Travelers Comprehensive Per- 
sonal Liability insurance can bring them peace of mind. 


If you haven't been promoting CPL, xow is a good time to do it. Just 
point out to your clients that every moment of the day some little act 
or accident can make them liable to serious and costly Bodily Injury or 
Property Damage claims. Show them that their savings can be wiped 
out by some unforeseen injury caused by them or their children, or 
occurring on their property. Ask them if they can afford to be without 
peace of mind. 


Then, tell them that a Travelers Comprehensive Personal Liability policy 


will give them $10,000 protection for three years at a low cost in spite of 


inflation and in spite of generous juries. And remember, CPL is good for 
you . . . once on your books it stays there! 


Why not contact the nearest Travelers Branch Office. Here you 
can get all the information you need p/us colorful leaflets and 
sales aids to help you do the selling job. 


THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 
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The advertisement above .. . one of a continuing series . . . tells 

the story of a man—a typical insurance agent. It will be seen by 

more than 19 million readers of national magazines. 

The story it tells is important to the Home agent. It represents him in a new 
and significant light to the people he serves—establishes his important 
place in his community. It’s designed to help you sell by selling you 


THIS ADVERTISEMENT " THE HOME wf 


WILL APPEAR IN 


to your customers and prospects. 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE ° AUTOMOBILE ° MARINE 
THE HOME INDEMNITY COMPANY 
Fidelity and Surety Bonds 
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